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Sensodyne  announce  the  first 
real  toothbrush  innovation  in 
years.  New  Sensodyne  Search 
toothbrushes  are  the  worlds 
most  technically  advanced.  All 
three  are  designed  with  a 
unique  combination  of 
features  to  meet  the  latest  and 
most  exacting  standards  set  by 
dentists.  Each  has  an  incredibly 
compact  head,  a  strong,  slim 
neck  and  a  handle  without 
gimmicky  angles. 

The  new  range  is 
backed  by  a  massive  advertising 


SENSQDYN 


campaign  aimed  at  dentists.  And  the 
Sensodyne  brand  is  supported  by 
the  biggest  TV  campaign  for  tooth- 
brushes ever  seen. 

This  will  mean  an  enormous 
demand  and  an  outstanding  poten- 
tial for  profits. 

New  Sensodyne  Search 
toothbrushes  are  on  bonus  offer 
right  now  and  there's  a  special 
5  dozen  display  outer  with  free 
leaflets  for  your  customers. 
Order  plenty  of  stock  today. 
Stafford-Miller  Limited, 
Hatfield,  Herts.  ALIO  ONZ.  Hatfield  61151. 


SENSODYNE  SEARCH  TOOTHBRUSHES 

Premium  priced  for  premium  profits. 


Stock  the  new  Panty  Pads  "2  Towels  Free"  offer  packs 

and  watch  your  sales  grow. 

Panty  Pads  with  Tendasoft,  gives  your  customers  quality,  comfort  and  real  value  for  money. 

Now  with  2  extra  towels  free,  more  and  more  girls  and  women  will  be  switching 
to  Panty  Pads  with  Tendasoft  -  for  the  same  top  quality  but  even  better  value. 

gfock  ihe  brands  fhafmean  more  bus/tiess 
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Frog-marched? 


Nobody  loves  a  leapfrogger,  least  of  all 
the  "leapt".  However,  it  is  probable  that 
few  pharmacists  could  say  in  all 
conscience  that  they  could,  or  would, 
overlook  an  opportunity  to  move 
proximate  to  a  general  practitioner's 
surgery,  a  prime  High  Street  site  or  one 
with  "possibilities". 

If  a  pharmacist  believes  he  is  better 
equiped  to  provide  a  more  effective 
retailing  service  or  a  more  prompt,  proper 
and  professional  pharmaceutical  service 
to  the  public  than  his  peers  from  a 
particular  site,  under  the  existing 
legislation,  no-one  can  do  other  than 
appeal  to  his  conscience. 

This  is  in  effect,  what  the  National 
Pharmaceutical  Association  has  been 
reduced  to  doing  this  week  after  the 
retraction  of  a  policy  formulated  in  April 
when  it  refused  to  admit  a  company 
operated  by  Mr  Peter  Bebbington,  MPS, 
which  had  opened  up  a  pharmacy  in 
Wolverhampton  within  a  mile  of  two 
other  NPA  members.  Mr  Bebbington  was 
a  new  applicant  for  membership  but  the 
NPA  policy  was  just  as  likely  to  have  been 
applied  to  existing  members  who  indulged 
in  so-called  "leapfrogging"  because  such 
action  might  have  discredited  the 
Association  or  its  members  (articles  of 
association). 

The  NPA  has  accepted  with  reluctance 
the  advice  given  by  counsel:  that  it  cannot 
restrict  the  right  of  membership  to 
leapfroggers  even  though  the  practice 
offends  its  sensibilities  and  those  of  the 
members. 

C&D  in  an  earlier  comment,  "Fair 
trading?",  May  15,  p895,  fully  endorsed 
the  NPA's  policy  in  respect  of  rational 
location  of  pharmacies,  but  described 
both  it,  and  the  restriction  of  basic 
practice  allowance  for  the  same  end,  as 
"crude  mechanisms".  Both  have  caused 
dissent.  One  has  now  been  abandoned 
because  its  enforcement  would  have 
brought  the  NPA  into  conflict  with  the 
law  and  involved  it  in  considerable  legal 
costs,  apparently  to  no  avail.  And  the 


BPA  is  reported  as  the  subject  of  an 
appeal  to  the  Secretary  for  Social 
Services.  It  is  hoped  that  any  such  appeal 
does  not  succeed  because,  although  it  may 
be  crude,  the  BPA  is  the  only  device 
employed  in  rationally  locating 
pharmacies  at  this  time.  Apart,  that  is, 
from  the  "conscientious  objections" 
within  the  minds  of  prospective  proprietor 
pharmacists  and  they  would  only  occur 
and  be  acted  upon  by  relatively  few,  if 
past  case  histories  are  anything  to  go  by. 

So  the  Government  will  have  to  be 
convinced  of  the  rationale  of  rational 
location,  as  expounded  by  both  the 
Pharmaceutical  Society  of  Great  Britain 
and  the  NPA  among  others,  for  the  good 
of  the  profession,  but  more  particularly 
for  the  public  good. 

The  NPA  says  this  week  it  will 
continue  "to  strive  for  the  appropriate 
amending  legislation."  It  is  to  be  hoped 
they  meet  with  early  success.  (See  also 
Xrayser,  p229  and  Letters,  p230  for  Mr  C 
Richardson's  contribution  to  the  rational 
location  debate.) 
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THIS  WEEK'S  NEWS 


NPA's  new  policy  on 
'leapfrogging' 

The  National  Pharmaceutical  Association  has 
confirmed  that  its  previous  policy  of  refusing 
membership  to  existing  or  prospective  members  who 
"leapfrog"  has  been  retracted  in  the  light  of  legal 
advice.  In  a  statement  this  week  the  Board  of  the  NPA 
urges  all  prospective  pharmacy  proprietors  to  think  of 
the  full  effects  of  their  opening  up  on  the  existing 
pharmaceutical  service.  It  will  continue  to  strive  for 
amending  legislation  on  rational  distribution. 


The  Board  of  the  NPA  received  advice 
from  leading  counsel  at  a  meeting  on  July 
27  attended  by  several  members  and 
director,  Mr  Tim  Astill.  The  advice  was  in 
two  parts:  that  relevant  to  existing 
members  and  that  relevant  to  prospective 
members  (the  preliminary  statement  in 
C&D  last  week,  pl96,  is  now  withdrawn). 

The  Board  was  informed  that  any 
decision  to  refuse  NPA  membership  to 
existing  or  prospective  members  because 
of  "leapfrogging"  could  be  deemed  a 
registerable  agreement  under  the 
Restrictive  Trade  Practices  Act.  The 
public  announcement  of  the  NPA 
decision  of  April  27  had  not  been 
registered  as  required  by  the  Act  and  the 
NPA  was,  therefore,  vulnerable  to  legal 
action  by  any  person  who  might  sustain 
loss  as  a  result  of  the  implementation  of 
any  such  decision.  Counsel  had  advised 
that  the  proper  course  would  be  to 
withdraw  the  earlier  announcement 
publicly  and  pass  a  Board  resolution 
about  refusing  applications  from 
leapfroggers. 

Unacceptable  court  costs 

Such  a  resolution  could  then  be  registered 
with  the  Office  of  Fair  Trading  before 
being  implemented.  The  possibility  of 
legal  action  would  thus  be  removed  but 
the  Director  General  of  Fair  Trading 
would  almost  certainly  refer  the  matter  to 
the  Restrictive  Practices  Court  where  the 
onus  would  be  on  the  NPA  to  show  that 
its  policy  was  in  the  public  interest. 
Counsel  advised  that,  in  his  opinion,  the 
NPA  would  be  unable  to  discharge  that 
burden  of  proof  and  would,  therefore,  be 
unable  to  enforce  its  policy.  The  cost  of 
fighting  the  case  would  be  at  least 
£100,000. 

As  for  applications  from  prospective 
new  members,  counsel  advised  that  an 
aggrieved  applicant  would  be  able  to 
complain  to  the  OFT  which  could  (and 
probably  would)  initiate  an  investigation 


under  Section  2  of  the  Competition  Act, 
1980.  This  would  result  in  the  Director 
General  of  Fair  Trading  seeking 
undertakings  from  the  NPA  not  to  pursue 
its  policy.  Alternatively,  the  matter  would 
be  referred  to  the  Monopolies  and 
Mergers  Commission  for  a  decision  as  to 
whether  or  not  the  policy  was  in  the  public 
interest.  There  was  also  the  possibility  of  a 
complaint  under  the  Fair  Trading  Act, 
1973;  the  OFT  might  decide  that  there  was 
a  complex  monopoly  within  the  meaning 
of  the  Act  and  investigate  accordingly. 

No  power  to  expel? 

Counsel  also  doubted  whether  the  Board 
of  the  NPA  had  power  under  its  articles  of 
association  to  expel  a  member  for 
leapfrogging.  He  did  not  think  that 
leapfrogging  could  be  regarded  as 
"misconduct",  that  would  justify 
invoking  the  Association's  disciplinary 
proecedure. 

In  the  light  of  this  advice  the  Board 
has  accepted  that  it  cannot  implement  any 
form  of  anti-leapfrogging  policy  solely  on 
the  grounds  that  the  pharmacy  in  question 
is  or  might  be  a  "leapfrogger". 

The  Board  urges  all  prospective 
pharmacy  proprietors  to  think  very 
carefully  about  the  effect  of  opening  up 
any  new  pharmacy  on  the  existing  local 
pharmaceutical  service.  The  NPA  says  it  is 
still  firmly  convinced  of  the  need  for  a 
rational  distribution  of  pharmacies  and 
will  continue  to  strive  for  appropriate 
amending  legislation. 

Check  packs  of 
Mexitil  200mg 

Boehringer  Ingelheim  say  they  have 
received  a  single  report  that  a  container 
labelled  Mexitil  200mg  was  found  to 
contain  Mexitil  50mg  capsules.  In  case 
other  200mg  packs  also  contain  50mg 
capsules,  pharmacists  are  requested  to 


check  their  stocks.  This  applies  only  to 
containers  with  a  black  and  white  label 
marked  "temporary  pack,"  batch 
numbers  07272,  07282  and  07292.  Any 
faulty  packs  should  be  returned  directly  to 
the  company  for  replacement.  Mexitil 
200mg  capsules  are  red/red,  imprinted 
"200mg".  The  50mg  capsules  are 
red/purple  and  are  imprinted  "50mg". 

Guild  frustrated  on 
'emergencies'  claim 

A  joint  WJiitely  Council  meeting  on 
emergency  duty  payments  for  hospital 
pharmacists  is  being  held  this  Friday,  but 
it  seems  unlikely  to  lead  to  a  settlement. 

The  management  side  has  offered 
payments  of  £5  per  session  for  staff  on 
call  and  £400  a  year  for  resident 
pharmacists  and  has  said  this  amounts  to 
1.83  per  cent  of  the  pay  bill.  Since  hospital 
pharmacists  have  been  offered  a  total 
increase  of  6.5  per  cent  of  the  pay  bill  this 
means  the  salary  increase  component  is 
worth  only  4.67  per  cent.  The  Guild  of 
Hospital  Pharmacists  has  already  decided 
to  reject  the  salary  offers  and  has  insisted 
that  the  emergency  duty  agreement  should 
be  funded  separately  and  not  included  in 
the  annual  pay  offer. 

Last  week  a  delegation  which  included 
the  Guild  president,  Mr  R.  Timson, 
ASTMS  officers  and  members  of 
ASTMS'  parliamentary  committee,  met 
Mr  Kenneth  Clarke,  Minister  for  Health, 
to  discuss  emergency  payments.  Mr 
Timson  said  that  although  the  delegation 
had  scored  a  resounding  moral  victory  no 
extra  money  had  been  offered.  The 
delegation  had  pointed  out  that  the 
revised  offer  was  still  less  than  emergency 
payments  made  to  pharmacy  technicians, 
that  it  should  have  been  based  on  the 
number  of  existing  schemes  rather  than 
the  possible  future  number,  and  that  it 
should  not  be  funded  out  of  the  annual 
pay  offer. 

There  was  a  fair  amount  of  sympathy 
for  their  position  and  the  Minister  had  no 
counter-arguments,  Mr  Timson  said. 
However  he  stated  that  no  more  money 
could  be  allocated  to  hospital 
pharmacists. 

Mr  Timson  was  not  overly  optimistic 
about  the  outcome  of  this  week's  joint 
Whitley  Council  meeting  as  the 
Government  had  refused  any  more  money 
for  an  emergency  payments  arrangement. 

Meanwhile  the  five  days  of  industrial 
action  planned  by  health  unions  for  next 
week  looks  set  to  continue  as  the  pay 
dispute  shows  no  sign  of  ending.  Guild 
members  are  once  again  being  advised  to 
do  what  they  can  to  support  the 
campaign,  depending  on  local 
circumstances. 
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"Time,  ladies  and  gentlemen  please!" 


PSNC  and  DHSS 
agree  on  £600 
ESPS  grant  for  '82 

The  Pharmaceutical  Services  Negotiating 
Committee  has  reached  agreement  with 
the  Department  of  Health  on  its  proposals 
for  the  Essential  Small  Pharmacies 
Scheme  for  the  1982  "round".  An  ESPS 
of  £600  will  be  paid  to  those  which  have 
opened  up  this  year  more  than  2km  from 
the  nearest  pharmacy. 

At  their  July  meeting  the  Committee 
said  the  relevant  FPN  would  be  issued  to 
contractors  shortly.  Payment  would  be 
made  regardless  of  prescription  volume  in 
the  first  year. 

□  The  Pre-Registration  Trainees  Grant  is 
to  be  increased  by  15  per  cent  to  £1 ,725 
per  annum  for  the  year  1982-83. 

□  FPA/PSGB project.  Details  of  the 
joint  project  being  organised  by  the 
Family  Planning  Association  and  the 
Pharmaceutical  Society  of  Great  Britain 
was  considered.  This  project,  which  will 
run  for  three  months,  will  commence  on 
February  1,  1983.  It  will  explore  ways  of 
extending  the  role  of  the  pharmacist  as 
part  of  the  primary  health  care  team,  with 
particular  reference  to  family  planning 
information.  The  PSGB  is  to  write  to 
Local  Pharmaceutical  Committees,  asking 
for  their  co-operation  in  the  project. 

□  Transfer  of  bendrofluazide  tablets  BP 
5mg  from  part  VD  to  VB.  They  are 
presently  in  part  VD,  section  1,  of  the 
Drug  Tariff  and  the  price  paid  to 
contractors  is  based  on  a  single 
proprietary  brand,  Berkozide.  As  they  are 
now  fully  available  from  generic 
manufacturers  including  Evans, 
Macarthys,  Kerfoots  and  Cox,  in  packs  of 
1,000,  the  Department  of  Health  has 
requested  the  transfer.  This  will  take  place 
with  effect  from  October  1  based  on  the 
Evans  price  of  £2.95  per  1 ,000.  From  this 
date,  it  will  no  longer  be  necessary  for 
pharmacy  contractors  to  endorse  the  form 
FP10  with  the  pack  size. 


March  scripts 


The  Pharmaceutical  Services  Negotiating 
Committee  has  published  these  statistics 


Kngland 

March  1982 

March  1981 

Total  number  of  prescriptions 

28  398  365 

26  133  676 

Total  cost 

£10!  618  975 

£85  203  706 

Total  oxygen  payments 

(including  total  cost) 

£582  147 

£471  952 

Average  net  ingredient  cost 

295. 67p 

263. 18p 

Average  discount 

(16.39p) 

(4.23p) 

Container  allowance 

3.80p 

3.80p 

283. 08p 

262. 75p 

Average  fee 

40.48p 

32.09p 

Average  oncost 

32.23p 

29.39p 

Average  Total  Cost 

355  79p 

324. 23p 

Wales 

Total  number  of  prescriptions 

2  214  434 

2  044  856 

Total  cost 

£7  649  513 

£6  495  081 

Total  oxygen  payments 

(included  in  total  cost) 

£71  360 

£60  555 

Average  net  ingredient  cost 

283. 19p 

254. 76p 

Average  discount 

(15.70p) 

(4.  lip) 

Container  allowance 

3.79p 

3.79p 

271.28p 

254.44p 

Average  fee 

40.50p 

31.99p 

Average  oncost 

30.44p 

28.24p 

Average  total  cost 

342. 22p 

314. 67p 

CTPA  challenge 
draft  EEC  Directive 


The  Cosmetics,  Toiletry  and  Perfumery 
Association  has  expressed  concern  that  an 
EEC  draft  Directive  may  restrict  the  use 
of  part-time  staff,  particularly  at 
Christmas  and  in  merchandising  during 
the  launch  of  a  new  product. 

The  draft  Directive  aims  to  extend  to 
temporary  workers  the  same  rights  as  full- 
time  workers  enjoy,  by  reducing  ways  in 
which  temporary  workers  can  be  used  and 
introducing  controls  on  temporary 
employment  agencies.  Demonstrators  and 
consultants  are  often  supplied  by 
agencies. 

The  implications  for  the  industry  are 
profound,  says  the  CTPA.  It  is  therefore 
carrying  out  a  poll  of  its  members  to 
discover  the  effect  upon  their  business  if 
this  measure  eventually  becomes  law  in 
the  UK.  The  CTPA  will  also  be  preparing 
a  case  arguing  against  the  adoption  of  this 
Directive  for  submission  to  the  House  of 
Lords  European  Committee. 

CTPA  resists  unit  pricing 

Resistance  to  another  EEC  Directive  is 
also  being  led  by  the  CTPA  which 
requires  the  unit  pricing  of  non-food 
household  products.  The  price  per 
gramme  or  per  millilitre  would  have  to  be 
marked  on  all  products  which  were  not 
packaged  in  the  standard  sizes  permitted 
under  the  EEC  Prescribed  Quantities 
Directive. 

A  meeting  of  the  Retail  Consortium, 
the  Soap  &  Detergent  Industry 
Association,  the  British  Aerosol 
Manufacturers'  Association  (including 
the  British  Association  for  Chemical 
Specialities)  to  agree  common  ground  for 
resistance  to  the  proposal  was  hosted  by 
the  CTPA.  The  principal  objections  are: 

□  It  would  involve  additional  costs  which 
would  be  passed  on  to  the  consumer  and 
would  be  inflationary. 

□  The  burden  of  unit  pricing  would  be 
likely  to  bear  more  heavily  on  small 
shopkeepers  leading  to  a  further  reduction 
in  their  number. 

□  Some  specialised  products  which  move 


relatively  slowly  would  become  more 
difficult  to  obtain. 

□  There  would  be  pressure  by  retailers  on 
manufacturers  to  carry  out  the  unit 
pricing  which  would  in  turn  lead  to  "de 
facto"  price-fixing  by  manufacturers. 

□  It  would  be  difficult  to  frame 
legislation  which  achieves  the  desired 
effect  but  which  does  not  expose  retailers 
unnecessarily  to  the  risk  of  prosecution. 

□  It  emphasises  one  aspect  —  price  —  to 
the  exclusion  of  other  consideratons  such 
as  quality,  efficacy  and  prestige,  all  of 
which  are  taken  into  account  by  the 
consumer. 

OHE  and  WHO  join 
up  on  coronaries 

Two  new  reports  emphasise  the  benefits, 
both  to  the  individual  and  to  society  as  a 
whole,  that  could  result  from  measures 
designed  to  prevent  coronary  heart 
disease. 

In  a  report  published  this  week,  the 
Office  of  Health  Economics  says  that  one 
person  in  every  four  in  England  and 
Wales  dies  from  coronary  heart  disease. 
At  a  minimum  estimate  treatment  costs 
borne  by  the  NHS  come  to  £255m  and 
sickness  benefit  adds  another  £1 15m  to 
the  economic  cost  of  the  disease. 

Despite  promising  therapeutic 
advances,  primary  prevention  appears  the 
best  approach,  says  OHE.  Although  the 
precise  causes  of  heart  disease  are 
unknown  it  is  strongly  linked  to  certain 
risk  factors. 

The  World  Health  Organisation  has 
now  published  the  report  of  a  group  of 
cardiologists  and  epidemiologists  who  met 
last  year  to  consider  ways  of  preventing 
coronary  heart  disease.  A  population 
approach  to  prevention  is  emphasised,  as 
relativley  small  changes  in  whole 
populations  could  bring  large  benefits. 
"Coronary  Heart  Disease  —  the  scope  for 
prevention,"  OHE,  12  Whitehall, 
London  SW1 A  2DY.  £1.  "Prevention  of 
Coronary  Heart  Disease,  "  WHO 
technical  report  series  no  678,  1211 
Geneva  27.  Sfr5. 
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Mr  Peter  Lloyd,  MPS  (centre),  of 
Beaconview  Road,  West  Bromwich  — 
winner  of  the  Birmingham 
Pharmaceutical  Association 's  May  golf 
tournament  —  is  shown  here  receiving 
the  Mawdsley-Brooks  Challenge  Shield 
from  Chris  Smith  (right),  the  company's 
Midlands  manager.  Also  pictured  is 
chairman  of  the  Association's  golfing 
section,  Mr  F.  Wale,  MPS 


Misconduct  verdict 
for  unsupervised 
GSL  sales 

A  London  pharmacist,  who  kept  his 
Bayswater  pharmacy  open  for  substantial 
periods  in  the  evenings  and  at  weekends 
without  a  pharmacist  being  present,  was 
found  guilty  of  professional  misconduct 
by  the  Pharmaceutical  Society's  Statutory 
Committee  last  week. 

Mr  Geoffrey  Simmonds,  of  Golders 
Green,  appeared  before  the  Committee  to 
answer  complaints  against  his  company, 
John  Harley  Ltd,  and  his  conduct  as  a 
director  and  superintendent  pharmacist  at 
a  pharmacy  in  Queensway  last  August. 
The  Committee  decided  to  postpone 
imposing  any  penalty  on  him  and  the 
company  until  October.  It  was  told  that 
Mr  Simmonds  has  since  sold  the 
Bayswater  shop  but  continues  to  trade 
from  other  pharmacies  in  High  Holborn 
and  Shepherds  Bush. 

Mr  Josselyn  Hill,  for  the  Society,  said 
it  was  alleged  that  for  substantial  periods 
on  three  consecutive  days  in  August  last 
year,  retail  sales  of  medicines  took  place 
while  the  business  was  not  under  the 
personal  control  of  a  pharmacist.  It  was 
also  alleged  that  the  restricted  title  of 
"chemist"  was  used  at  the  time  of  those 
sales;  and  that  large  packets  of  aspirin  and 
paracetamol  tablets  were  sold  in  the 
absence  of  a  pharmacist  and  in  containers 
which  were  not  properly  labelled. 

Mr  Hill  said  the  shop  was  visited  on 
the  three  days  by  various  inspectors  of  the 

No  pharmacist  on 
Saturday  afternoons 


it  appeared  that  Miss  Marsh  worked  in  the 
shop  from  Monday  to  Friday  each  week 
and  another  pharmacist  was  employed  on 


Society,  including  the  chief  inspector,  Mr 
Gordon  Appelbe,  and  they  were  sold 
medicines  on  the  General  Sales  List  when 
no  pharmacist  was  present.  Despite  being 
warned  by  one  of  the  inspectors  on  the 
first  day,  Mr  Simmonds  allowed  the  same 
thing  to  happen  on  the  next  two  days. 

Mr  Appelbe  told  the  Committee  he 
was  informed  by  staff  at  the  shop  that  the 
business  was  not  under  the  personal 
control  of  a  pharmacist  between  6pm  and 
9pm  each  weekday  and  for  long  periods 
during  the  weekend  except  when  Mr 
Simmonds  "popped  in"  from  time  to 
time.  He  told  Mr  John  Powles,  for  Mr 
Simmonds,  that  packs  containing  more 
than  50  aspirin  or  paracetamol  tablets 
should  not  be  sold  in  the  absence  of  a 
pharmacist,  although  they  were  only  GSL 
medicines.  This  was  an  instruction 
circulated  to  all  pharmacists  by  the 
president  of  the  Society  earlier  last  year. 

Mr  Simmonds  told  the  Committee  that 
he  was  unaware  that  the  Society  required 
a  pharmacist  to  be  present  when  GSL 
medicines  were  sold  in  a  pharmacy.  His 
staff  were  aware  that  it  was  unlawful  to 
sell  Pharmacy  Medicines  unsupervised 
and  these  were  kept  behind  a  pegboard 
cover  at  the  end  of  the  shop. 

He  said  he  worked  in  the  Bayswater 
pharmacy  each  evening  for  one  and  a  half 
to  two  hours  after  the  day-time 
pharmacist  left  at  6pm.  He  either  went  in 
at  6pm  and  worked  until  7.30  before 
going  home  to  dinner,  or  had  his  dinner 
first  and  worked  in  the  shop  between  7 
and  9pm.  Mr  Simmonds  said  there  was  no 
difference  between  a  pharmacist  having  a 
lunch  break  at  midday  while  the  shop  was 
open  and  a  dinner  break  in  the  evening. 


Saturday  mornings.  An  unqualified 
assistant  was  in  charge  of  the  shop  on 
Saturday  afternoons. 

Mr  David  Reissner,  defending,  said 
the  assistant  had  been  employed  at  the 
shop  for  seven  and  a  half  years  and  had 
been  instructed  not  to  sell  Pharmacy 
medicines  or  dispense  any  prescriptions  in 
the  absence  of  a  pharmacist.  The  offences 
had  been  committed  without  the 
knowledge  of  Miss  Marsh  or  Mr  Smith. 

Chairman  Sir  Carl  Aarvold  said  it  was 
not  enough  to  try  and  supervise  a 
pharmacy  by  instruction  only.  It  was 
clearly  careless  and  wrong  of  the  persons 
concerned  to  conduct  the  business  on 
Saturday  afternoons  in  those 
circumstances,  but  the  Committee 
regarded  it  as  a  lapse. 


Premises  now  OK 


The  Committee  decided  to  take  no  further 
action  in  the  case  of  70-year-old  Mr 
Frederick  Wise  after  hearing  that 
conditions  at  his  pharmacy  in  Lower 
Richmond  Road,  Putney  had  now 
reached  the  required  standards. 

Mr  Hill  said  that  when  the  case  first 
came  before  the  Committee  it  was  claimed 
that  there  were  out-of-date  stocks  and  risk 
of  contamination  from  conditions  in  the 


pharmacy.  The  Committee  postponed 
judgment  for  six  months  to  allow  Mr  Wise 
to  improve  matters.  He  said  a  further 
postponement  was  made  to  give  Mr  Wise 
"a  final  chance"  when  the  case  was 
before  the  Committee  last  November. 


Restoration  possible 


The  Committee  told  Mr  John  Watkins  of 
Chilworth,  Surrey  that  an  application  by 
him  for  restoration  would  not  be 
opposed. 

Mr  Hill  said  Mr  Watkins'  name  was 
removed  in  1976  because  of  non-payment 
of  fees.  In  January,  1977,  he  sought 
restoration.  However  it  was  learned  that 
the  previous  June  he  was  convicted  of 
theft  and  false  accounting  at  Thornby 
magistrates  court,  Gloucestershire,  and  he 
was  sentenced  to  six  months 
imprisonment,  suspended  for  two  years. 

An  inquiry  was  ordered  by  the  Society 
in  May  1977  which  Mr  Watkins  did  not 
attend.  As  a  result  his  application  to  be 
restored  to  the  register  could  not  be  dealt 
with.  A  transcript  of  that  hearing  was  sent 
to  him  and  he  replied  that  he  did  not 
expect  the  Committee  would  seriously 
consider  restoring  him  until  his  suspended 
sentence  had  expired. 


. . .  another  refused 


It  was  decided  that  the  name  of  Mr  Colin 
Donaldson,  who  ran  a  pharmacy  at 
Chadwell  St  Mary,  Essex,  for  10  years, 
should  not  be  restored  to  the  Register. 

Mr  Hill  said  it  was  alleged  that  during 
his  employment,  Mr  Donaldson  had 
failed,  as  a  result  of  ill  health  and/or  the 
influence  of  drugs  or  alcohol,  to  manage 
the  pharmacy  and  supervise  the  sale  or 
supply  of  medicines.  He  added  that  Mr 
Donaldson's  health  had  been 
deteriorating  for  some  time  and  because 
of  this  he  was  was  considered  unfit  to  be 
on  the  Register. 


The  former  superintendent  pharmacist  of 
a  pharmacy  in  Church  Street,  Eccles,  and 
a  director  of  the  business  were  both 
reprimanded  by  the  Statutory  Committee 
for  allowing  an  unqualified  assistant  to 
sell  medicines  and  dispense  prescriptions 
on  a  Saturday  afternoon. 

The  Committee  was  told  that  the 
pharmacist,  Miss  Andrea  Marsh,  had 
since  returned  to  live  in  Australia  and  the 
director  and  major  shareholder,  Mr 
Norman  Smith,  had  emigrated  to  Israel. 
Both  Miss  Marsh  and  Mr  Smith,  together 
with  the  company,  Norman  E.  Smith 
(Manchester)  Ltd,  of  Cross  Street, 
Manchester  were  convicted  at  Eccles 
Magistrates  Court  last  October  for 
unlawfully  selling  two  Pharmacy 
medicines  to  an  inspector  of  the  Society 
and  supplying  two  Prescription  Only 
Medicines  in  the  absence  of  a  pharmacist, 
at  the  Church  Street  shop  in  November 
1980.  Miss  Marsh  was  fined  a  total  of  £40, 
Mr  Smith  £80  and  the  company  £200  and 
ordered  to  pay  £75  costs. 

Mr  Josselyn  Hill,  for  the  Society,  said 
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?ril  28,  1982 


Finger  points  to  a  scorching  summer  , 

I'  lllfeVl        Jb7^  .  „„     ,Mirc6,  us,  year  his  predictions  of     b'r^s  T»v.  nocked  in  earlier  than 


ITS  been  the  driest  April  for  28 
years.  And  amateur  weather- 
man Arthur  Mackins,  ^ 
reckons  his  forecasts  are  better 
than  the  professionals,  claims 
this    summer    could    be  a 

8Trf"-v-  oit.  retire,  ^  -ft 
WW  has  been  studying  the  sublet 
rr>0  years,  base,  his  Judgment  or, 


holding  a  wot  finger  to  the  wind  on 
^i^VTJ^  then  means 

to  "b        in  weather  «rom 

hM'Clrtds'0"Also  good  weather  tends 

date's 

^r^oler^n  5!«»  and  ,6,  so 


a  cool  spring,  a  nn»  u  >  , 
wrSSf  on.  He  has 
800li  A.U,^  ions-range  forecasts  to 
^^uCnobl^lsUfationwHohave 

pTssed  them  on  to  motorists. 

Mr  Mackins  addec I,  Uffi* 
th.  seven-year  rule  . thf""s,1a,^s 
centurys  records  and  Its  always 
worked'1 


Into  Feat  m  the  right 

aWf^f  th^  oaa?s  £. M 
«hf  tftw  yo« •«  ontv  get  a  splash.  M 
the  ash  precedes  the  oak,  then  you 

"Si  WhSt  *afs  looking  true 
The  London  Weather  Centre  has 
VSutoi I  «W  measurable  ram  sine* 
April  9, 


TUBE 


Daily  Mail 


JUDGING  BY  ARTHUR'S  PREDICTION 
YOU'LL  BE  TAKEN  BY  STORM. 


By  all  accounts  we  could  be  in  for  a 
good  old-fashioned  heatwave. 

But  whatever  the  weather,  your 
sales  of  May  &  Baker  products  are 
looking  very  much  on  the  bright  side. 

We're  spending  £300,000  telling 
your  customers  there's  only  one  place 
where  they  can  get  relief  from  sunburn, 
insect  bites,  stings  and  treat  cuts  and 
grazes  with  May  &  Baker  creams. 

The  pharmacist  counter. 

FULL  COLOUR  MEDIA. 

We're  running  full  colour  ads  for 
Anthisan,  Anthical  and  Brulidine  in 


publications  like  Woman's  Own,  She, 
Good  Housekeeping,  My  Weekly  and 
Mother. 

Reaching  70%  of  all  housewives. 


We'll  also  be  reeling  in  anglers,  camp- 
ing enthusiasts  and  holiday  makers 
using  a  variety  of  specialist  magazines. 

(From  our  first  4  insertions  so  far 
we  have  had  well  over  400  reader 
enquiries  from  your  customers,  all 
wanting  to  know  more  about  May  & 
Baker  brands.) 

And  when  the  insects  are  on  the 
wing  wd  11  be  on  the  air  with  a  3  0  second 
local  radio  commercial  for  Anthisan. 
Tying  in  nicely  with  our  press  work. 

BIGGER  RANGE. 

As  you  can  see,  weVe  extended  our 
successful  over-the-counter  range. 
Taking  Anthical  and  Avomine  from 
under  the  counter. (Complete  with  new 
packaging.) 

Something  your  sunburnt  and 
travel  sick  customers  will  be  relieved  to 
hear. 

Don't  forget,  May  &  Baker  is  the 
only  topical  creams  manufacturer 
showing  real  growth  in  consumer  sales 
through  you  the  pharmicist. 

So  make  sure  you  put  your  order  in 
now. 

And  make  hay  while  the  sun  shines. 


May  &  Baker 


Dagenham 
Essex 
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A  TRUSTED  NAME  IN  HOME  AND  PRESCRIPTION  MEDICINES. 
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PEOPLE     TOPICAL  REFLECTIONS 

By  Xrayser 


Mrs  Rose  Jackson,  manager  of  counter 
sales  at  the  Donald  Hayden  Pharmacy, 
near  Lowestoft,  Suffolk,  received  a 
£500  Soler  Touriste  travel  voucher  from 
David  Goulding.  The  voucher  was  first 
prize  in  a  Unichem  I  Ambre  Solaire 
lucky  draw  for  April 


Golf  finalists 


Thirty  three  UK  pharmacists  have 
qualified  for  the  finals  of  the  sixth 
Unichem/Colgate  Pharmacist  Golfer  of 
the  Year  tournament  to  be  held  at  St 
Pierre  Golf  Club,  Chepstow,  on 
September  8.  The  finalists  include  28 
proprietor  pharmacists,  an  industrial 
pharmacist,  a  Boots  shop  manager,  a 
retired  pharmacist  and  two  locums. 

Finalists  are:  Andrew  Taylor, 
Renfrew;  John  Cropper,  Blackpool; 
James  McWilliam,  East  Kilbride;  Graeme 
Millar,  Edinburgh;  Jack  Martin,  Ifield; 
Paul  Durrant,  Wilsden,  Bradford;  Mrs 
Morag  Service,  Broxbourne;  Mrs 
Kathleen  Hudders,  Holmer;  Mrs  Francesa 
Ralph,  Aylesbury;  David  Muir,  Girvan, 
Ayrshire;  James  Connell,  Troon, 
Ayrshire;  Peter  and  Joanna  Epsley, 
Blackburn;  Mrs  Helen  Lazonby, 
Grimsby;  Mrs  Gabrielle  Williams, 
Solihull;  Norman  Blount,  Dumfries;  John 
Murray,  Solihull;  Ian  McFadyen, 
Glasgow;  Leslie  Storey,  Southwick, 
Sunderland;  Alan  Gower,  Brighton; 
George  and  James  Allan,  Edinburgh; 
John  Riseam,  Goole;  David  Brook, 
Mirfield;  Tony  Williams,  Hove;  Ralph 
Catterson,  Glasgow;  John  Mossop, 
Blackburn;  David  Salt,  Bristol;  Frank 
Adamson,  Kinross;  Terence  Tufnell, 
Wallasey;  Edward  Thornton,  Blandford 
Forum;  Hugh  Waterson,  Liverpool;  and 
Jim  Cook,  Norwich. 

Mr  Edwin  Myers  and  his  wife  are  retiring 
from  their  pharmacy,  Edwin  S.  Myers,  at 
Birkenshaw,  nr  Bradford.  Mr  Myers, 
born  in  Bradford,  was  apprenticed  there 
with  G.B.  Parker's,  chemists  and  later 
was  manager  of  a  shop  in  Laisterdyke, 
Bradford.  He  took  over  the  premises  at 
Birkenshaw  44  years  ago. 


Can't  do  it 


"A  man's  gotta  do  what  a  man's  gotta 
do"  —  words  made  famous  by  the  late, 
lamented  (or  lamentable,  according  to 
taste)  John  Wayne.  That  sentence  of  nine 
simple  words  sums  up  an  entire 
unthinking  world  of  unshakeable  moral 
duty,  in  which  of  course,  right  is  on  our 
side.  The  trouble  is  there  are  times  when  a 
man  cannot  do  what  he  feels  is  right,  so 
that  having  made  a  public  stand,  he  has  to 
retire  covered  in  "egg."  As  a  columnist,  I 
assure  you  1  have  some  keen  personal 
experiences  which  prompt  me  to  offer  the 
National  Pharmaceutical  Association 
genuine  sympathy  in  finding  themselves 
powerless  to  deny  leapfroggers  the 
benefits  of  the  Association.  Having 
watched  the  discussions  concerning  the 
basis  of  membership  I  felt  at  the  time  they 
were  on  shaky  ground  in  trying  to  deny 
membership  to  a  particular  pharmacy, 
because  only  a  few  months  ago  it  was 
made  clear  that  anyone  who  operated  a 
retail  pharmacy  was  eligible.  Now  we 
know  that  they  cannot  be  refused.  I  don't 
think  much  of  it,  but  there  it  is.  Wide 
membership  has  been  achieved  —  at  the 
cost  of  losing  all  discriminatory  powers. 


Winning  Pharm 


I  suppose  it  would  be  considered  churlish 
to  criticise  the  considerable  effort  being 
put  in  by  Winpharm  to  woo  the  retail 
pharmacist.  It's  flattering  to  be  treated  as 
a  person  of  worth,  and  even  to  be  treated 
to  a  meal!  The  firm  has  really  gone  to 
town  (and  country)  and  because  they  are 
clear  about  what  they  want,  clear  about 
what  we  want,  and  clear  about  the  market 
I  reckon  they  will  succeed.  I  watch  with 
bated  breath  to  see  who  next  they  will  get 
to  model  in  those  somewhat  simplistic 
advertisements  current  in  the  trade  Press 
which  ask  "Which  expectorant  should 
you  'counter  prescribe'  for  a  .  .  .?"  How 
on  earth  they  managed  to  get  someone 
who  looks  very  like  Julie  Andrews  to 
stand  in  for  the  'ad'  for  the  school  teacher 
is  beyond  me.  But  as  the  blurb  says 
something  about  the  "right  .  .  .  profile  for 
.  .  .  for  chesty  .  .  .  coughs,"  they  are 
obviously  going  to  stick  out  for  the  very 
best.  God  bless  'em. 


Too  much 


How  many  more  reps  are  there  to  call  at 
my  shop  trying  to  persuade  me  to  take  in 
yet  another  range  of  vitamins  or  a  new 
extended  range  of  herbal  medicines  to 
supplement  an  already  overloaded 
section?  I  went  into  town  the  other  day  to 


have  a  look  at  the  big  stores,  pharmacies, 
drug  stores  and  "health  food  shops." 
Were  I  merely  a  consumer  I  would  be 
overwhelmed  by  the  choice  in  any  one 
vitamin,  let  alone  the  variety  of 
combinations  of  them,  or  the  myriad 
fashionable  herbal  products.  A  demand 
has  been  created  for  all  sorts  of  exotica 
.  .  .  I  was  asked  for  Tiger  Balm  the. other 
day,  which  brings  us  back  into  the  realms 
of  oriental  magic  potions  and  famous 
patents.  I  am  supposed  to  be  a  pharmacist 
with  a  qualification  which  gives  me  the 
knowledge  to  pontificate  on  the  merits  of 
what  I  sell  or  what  customers  ask  about.  I 
have  a  distaste  for  much  of  this  new 
business  which  seems  to  me  to  have  been 
partly  created  by  a  sort  of  fear  of  selling 
and  partly  by  an  appeal  to  the  universal 
desire  for  perfect  health  and  a  long  life.  I 
incline  to  the  view  that  products  I  sell 
should  come  from  established  firms  of 
known  integrity  and  am  therefore 
cautious  of  "bandwaggoners."  I  am 
probably  an  idiot  really  because  I  spent  a 
good  deal  of  my  time  talking  about  things 
like  diet  and  brown  bread,  instead  of 
getting  rich  by  actively  promoting  sales  of 
vitamins,  health  foods  and  laxatives. 


Head  lice 


I  can  recall  some  of  my  childhood  only, 
and  then  the  earlier  part  as  a  sort  of 
3-second  cine  sequence  of  events  which 
impressed  the  child  most  vividly.  I  would 
deny  all  knowledge  of  nits,  except  for  a 
recurrent  weekly  routine  of  bath-night 
with  hair  washing,  a  smell  of  tar  or 
creosote  and  a  careful  combing  of  hair 
with  a  scurf  comb.  Scurf  was  a  problem  it 
seems.  From  then  until  recently  I  forgot 
ail  about  head  lice,  because  I  never  met  up 
with  them.  But  things  have  changed  for 
the  worse  and  we  see  resistant  strains  of 
the  little  bug  spreading  through  the 
schools  despite  heroic  efforts  by  parents 
and  local  authorities.  I  had  a  child  in 
yesterday  whose  luxurious  mop  of 
beautiful  shining  clean  hair  held  a  finely 
hidden  cementation  of  nits,  which  I  had  to 
show  under  a  magnfiying  glass  to  the 
father  before  he  would  believe  me.  Thank 
goodness  carbaryl  and  malathion  are  still 
effective,  for  I  would  hate  to  go  back  to 
the  drastic  prewar  methods,  like  dousing 
the  hair  in  paraffin  oil  overnight,  or 
pouring  several  pints  ofl'/i  per  cent 
phenol-in-water  through  the  hair,  or  using 
5  per  cent  tar  in  liquid  paraffin  / 
cottonseed  oil  as  a  lotion  for  cleansing 
heads.  (Note:  patients  using  the  paraffin 
oil  were  warned  not  to  stand  to  near  the 
open  fire  or  gas  .  .  Too  flaming 
dangerous!) 
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LETTERS 


RPA,  PSGB,  PSNC- 
incomplete  'accord' 


that  they  are  not  truly  "rural."  The  others 
are  those  who  are  in  no  doubt  regarding 
their  status  and  are  "truly  rural."  The 
RPA  is  very  anxious  that  those 
pharmacists  who  come  into  the  first 
category  should  get  the  benefits  of 
"urbanisation"  —  in  this  respect  there  is 
full  accord. 

Now,  then  we  come  to  what  I  term  the 
"truly  rural  pharmacist"  we  have  the 
situation  that  they  might  well  be  left  to  the 
mercy  of  the  dispensing  doctors'  powers 
of  persuasion  (whether  they  use  a 
thumbscrew  or  more  subtle  means  the  end 
point  is  the  same).  It  is  said  that 
dispensing  doctors  have  refused  to  allow 
the  signing  of  patients  on  to  the  "register 
of  their  choice"  to  take  place  through  the 
Family  Practitioner  Committees  and  have 
demanded  the  right  to  get  their  patients  to 
sign  at  the  surgeries  while,  at  the  same 
time  they  have  agreed  that  patients  should 
have  a  freedom  of  choice!  Some  freedom! 
Some  choice! 

Playing  along 

The  FPCs  too  have  continued  to  play- 
along  with  the  doctors.  The  argument 
here  is  that  they  couldn't  cope  with  the 
extra  work  load.  It  is  just  as  well  that 
doctors  and  pharmacists  don't  use  this 
sort  of  excuse  while  epidemics  are  in 
progress. 

What  worries  me,  is  that  I  have  been 
told  that  the  obtaining  of  a  signature  at 
the  doctor's  surgery  is  a  great  step 
forward  as  there  will  now  be,  apparently, 
written  evidence  to  prove  that  the  doctor 
has  persuaded  his  patients  to  sign  on  the 
"dotted  line."  The  inevitable  lack  of 
choice  given  to  the  truly  rural  patient  will 
mean,  that  in  many  cases  the  rural 
pharmacists  will  be  left  with  his  full 
potential  to  spread  around  the  one  mile 
limit  that  has  been  so  generously  left  him. 

Rural  pharmacists  had  better  wake  up 
to  the  fact  that  this  is  a  strong  possibility. 


The  compensation  angle  which  will  be 
acceptable  to  many  in  areas  that  are 
obviously  urban,  will  not  be  so  eagerly 
acceptable,  since  the  "money  for  jam," 
which  one  dispensing  doctor  described  so 
eloquently  at  a  meeting  recently,  will  not 
easily  be  given  up.  It  is  noticeable  that 
patients  may  request  transfer  from 
pharmacist  to  dispensing  doctor,  yet  their 
appears  to  be  no  machinery  whereby  a 
patient  can  request  a  transfer  from  doctor 
to  pharmacist.  A  funny  freedom  of  choice 
—  a  one-way  option.  Rural  pharmacists 
should  start  to  add  their  weight  to 
opposing  this  demand  for  signatures  at 
the  surgery  at  once.  If  you  don't  do  it 
soon,  it  will  be  too  late  —  indeed  it  might 
be  too  late  already. 
J.  Davies 
Wiveliscombe, 

Secretary,  Rural  Pharmacists  Association 


Dispensing  doctors ' 
discount  discounted? 

I  was  indeed  interested  to  read  Xrayser's 
comment  (C&D  July  31,  pl99)  on  how  we 
could  "expect  a  Government  to  allow  a 
contractor  or  any  group  contracting  with 
a  cost-plus  contract  to  pick  up  5-1 1  per 
cent  extra  profit  over  the  calculator  figure 
already  paid." 

May  I  remind  Xrayser  of  that  group  of 
privileged  contractors  —  the  dispensing 
doctors  —  who  do  in  fact  still  enjoy  the 
advantage  of  these  discounts  with  no 
apparent  action  being  taken  by  the 
Government.  Does  this  make  "common 
sense"? 
A.  R.  Miller, 
Great  Missenden,  Bucks. 


Unichem  should  plan 
member  distribution 

Our  business  has  been  dealing  with 
Unichem  ever  since  I  first  entered  retail 
pharmacy  in  1963.  At  that  time  there  was 
very  little  advantage  in  supporting 
Unichem  other  than  for  its  idealogical 
concept.  Despite  this,  support  for 
Unichem  was  maintained  by  our  business. 
You  can  imagine  my  disappointment, 
therefore,  to  find  that  an  ex-manager 
from  our  business,  having  opened  up  a 
pharmacy  within  50  yards  of  our  own 
branch,  has  been  accepted  into  Unichem 
membership. 

Unichem  have  reached  their  present 
position  partially  as  a  result  of  loyal  and 
active  support  from  members  such  as 
ourselves.  It  seems  quite  scandalous  that 


this  support  can  be  rewarded  in  the  way 
outlined  above.  My  objection  is  not  just 
that  the  new  member  will  receive  goods 
but  that  they  will  also  be  receiving 
advanced  technology  eg  Prosper,  Unifiche 
and  Pride,  as  well  as  posssibly  very 
generous  opening  credit  terms. 

Unichem  management  with  its 
expertise,  has  managed  to  completely 
revolutionise  the  wholesale  distribution  of 
medicines,  not  only  with  its  terms  of 
trading  but  with  its  technology.  I 
therefore  suggest  that  the  same 
management  should  find  a  way  to 
implement  a  planned-distribution  of 
Unichem  membership. 

For  my  own  part  I  will  be  able  to  live 
with  the  disappointment  of  Unichem 
accepting  into  membership  this 
"competition"  on  my  doorstep,  since  my 
overall  business  activity  is  large  enough 
and  diverse  enough  to  be  not  seriously 
affected.  Having  said  this,  I  am  throughly 
disgusted  with  Unichem's  inept  handling 
of  this  type  of  situation  since  it  could 
mean  very  condiderable  hardship  if  it 
happened  to  some  members. 

Since  the  Basic  Practice  Allowance,  in 
association  with  a  one  kilometre  radius- 
right,  has  been  established  without  being 
regarded  as  a  restraint  on  trade,  I  would 
have  thought  it  reasonable  to  assume  that 
Unichem  as  a  friendly  society  could  have 
implemented  something  along  these  lines 
in  order  to  have  obtained  a  planned 
distribution  of  membership. 

It  seems  disappointing  that  Unichem 
who  claim  to  be  the  organisation  of  the 
"independent  pharmacist,"  ask  for 
loyalty  on  the  one  hand  but  are  prepared 
to  deliver  such  a  foul  blow  with  the  other. 
Colin  Richardson, 
Northampton. 


Ambiguous  scripts 


Your  correspondent,  S.  Lebon  (C&D  July 
3 1 ,  p214)  is  of  the  opinion  that  his 
inability  to  read  a  poorly  written 
prescription  reflects  poorly  on  his  ability 
as  a  pharmacist.  What  a  negative  attitude! 

If  I  am  presented  with  an  ambiguous 
prescription  I  always  ensure  that  the 
blame  falls  where  it  is  due  —  on  the 
prescriber.  I  tell  the  patients  quite  frankly 
that  the  prescription  is  unreadable  and 
that  I  would  like  to  confirm  the  doctor's 
intentions.  I  point  out  that  this  is 
preferable  to  making  a  guess,  and  possibly 
giving  the  wrong  medicine. 

This  attitude,  I  think,  reflects  credit  on 
the  pharmacist  and  shows  the  patient  that 
the  delay  in  supplying  the  remedy  falls  on 
the  doctor  and  not  the  pharmacist. 
H.  J.  Silver, 
London  SW1. 


It  is  important,  I  think  that  rural 
pharmacists  particularly,  should  not  be 
misled  by  the  reports  in  the 
pharmaceutical  Press  on  the  Rural 
Pharmacists  Association  annual  meeting 
at  Blunsdon,  Swindon  that  there  was 
complete  accord  between  the  RPA,  the 
Pharmaceutical  Society  of  Great  Britain 
and  the  Pharmaceutical  Services 
Negotiating  Committee.  Let  me  explain. 

As  things  stand  at  the  moment  there 
are  really  two  categories  of  rural 
pharmacists.  There  are  those  who  are 
classified  as  rural  pharmacists  who  are 
fighting  for  urban  status  or  recognition  — 
by  so  doing  they  themselves  are  admitting 
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ASYOUR 


Customers  with  coughs  seek  your  help  and  advice. 
They  trust  your  experience.  And  your  recommendation  for  the 
best  product  for  every  type  of  cough. 

For  themselves  and  their  families. 

It's  your  decision  but  here  is  a  short  reminder  of  how  the  Famel 
range  can  help  your  customers. 

Famel  Original0  Effective  relief  of  congestion  in  the  upper 
respiratory  tract. 

Famel  Linctus0  Relief  of  dry  tickly  m 
coughs,  suitable  for  children.  x   

Famel  Expectorant. Relief  <fiSS>  M 


• 


of  tight  chesty  coughs  for  the  whole 
family. 

Plus  a  full  range  of  Pastilles, 
Inhalant  Capsules  and  Inhalers. 

We  will  help  you  with  special 
deals  up  to  the  end  of  September. 
Supported  by  a  national  T.  V.  Campaign 
during  the  peak  of  the  cough  season. 

Contact  your  local  Optrex 
representative,  wholesaler  or  ring 
Andy  Imms  on  0256  57272  at  Optrex, 
Optrex  House,  Jays  Close, 
Basingstoke,  Hampshire. 


PRESCRIPTION  SPECIALITIES 


New  formulation 
prostaglandin 
from  Upjohn 


Ventolin  Nebules 


On  August  9,  Allen  &  Hanburys  are 
introducing  Ventolin  Nebules  as  a  ready- 
for-use  preparation  in  nebulisers.  Each 
plastic  ampoule  contains  the  equivalent  of 
2.5mg  salbutamol,  as  the  sulphate,  in 
2.5ml  of  solution. 

The  Nebules  are  said  to  be  a 
convenient  alternative  to  Ventolin 
respirator  solution  which  is  still  available. 
They  are  intended  to  be  used  undiluted 
but  if  prolonged  delivery  time  (more  than 
10  minutes)  is  desired,  dilution  with  sterile 
distilled  water  or  normal  saline  for 
injection  may  be  required.  Packaging  is  in 
cartons  of  20  ampoules  (£3.76  trade)  with 
a  patient  instruction  leaflet.  Allen  & 
Hanburys  Ltd,  Horsenden  House, 
Oldfield  Lane  North,  Greenford, 
Middlesex  UB6  OHB. 


Euhypnos  elixir 


Manufacturer  Farmitalia  Carlo  Erba  Ltd, 
Kingmaker  House,  Station  Road,  Barnet, 
Herts  EN5  1NU 

Description  Clear,  green,  lemon-mint 
flavoured  elixir  containing  lOmg 
temazepam  in  5ml 

Indications  As  for  Euhypnos  capsules 
where  a  liquid  formulation  is  preferable 
Dosage  Usual  adult  dose  is  5-15ml  on 
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Prostin  E2  vaginal 
tablets 


Manufacturer  Upjohn  Ltd,  Fleming  Way, 
Crawley,  West  Sussex 
Description  White,  biconvex,  capsule- 
shaped  tablets  marked  with  "Upjohn" 
and  "715"  on  one  side,  each  containing 
dinoprostone  3mg 
Indications  Oxytocic.  Induction  of 
labour,  especially  in  patients  with 
favourable  induction  features,  when  there 
are  no  foetal  or  maternal 
contraindications 

Dosage  One  tablet  inserted  high  into  the 
posterior  fornix.  A  second  tablet  may  be 
inserted  after  six  to  eight  hours  if  labour  is 
not  established.  Maximum  dose  is  6mg 
Contraindications,  precautions  etc  As  for 
other  Prostin  E2  preparations 
Pharmaceutical  precautions  The  vaginal 
tablets  have  a  shelf-life  of  24  months  when 
stored  in  a  refrigerator  at  4°C.  They 
should  be  used  within  one  month  of 
opening  the  bottle 
Packs  4  tablets  (£27.40  trade) 
Supply  restrictions  Prescription  only. 
Available  only  to  hospitals  and  clinics 
with  specialised  obstetric  units 
Issued  August  1982 


retiring  —  a  dose  of  10ml  will  be 
satisfactory  for  most  patients.  This  may 
be  increased  to  20  or  30ml  in  patients  who 
do  not  respond.  Euhypnos  is  not 
recommended  for  children  and  half  the 
normal  adult  dose  may  be  sufficient  in  the 
elderly.  Pre-medication  dosage  is  10-20ml 
half  an  hour  to  one  hour  before  surgery  or 
investigation 

Contraindications,  precautions  etc  As  for 

other  Euhypnos  preparations 
Packs  300ml  (£4.50);  2  litres  (£25  —  trade) 
Supply  restrictions  Prescription  only 
Issued  August  1982 


Lanitop  injection 


Roussel  say  that  although  it  is 
uneconomic  to  m  anufacture,  Lanitop 
intravenous  injection  will  shortly  be  re- 
introduced in  view  of  its  life-saving 
applications.  The  injection  will  be 
available  in  packs  of  5  x  2ml  ampoules 
(£0.81  trade).  Each  ampoule  contains 
0.2mg  medigoxin.  Roussel  Laboratories 
Ltd,  Rousell  House,  Wembley  Park, 
Middlesex  HA  9  ONE. 


Price  reductions 


The  prices  of  Evans  Medical  15g  topical 
hydrocortisone  products  have  been 
reduced.  The  0.5  per  cent  cream  is  now 


£0.30  and  the  1  per  cent  cream  and 
ointment  are  both  £0.36.  Penicillin  VK 
tablets  250mg  have  increased  to  £12.88  for 
1000.  All  prices  trade.  Evans  Medical  Ltd, 
891  Greenford  Road,  Greenford, 
Middlesex  UB6  0HE. 


Changes  to  Velosef 
syrup  &  Ipral  tabs 

The  250mg/5ml  formulation  of  Velosef 
syrup  will  now  be  milky  white,  and  not 
red,  on  reconstitution.  The  first  of  the 
milky  white  batches  is  control  no  2F092 
and  the  last  red  batches  control  no  2E096. 
The  125mg/5ml  formulation  (at  present 
orange)  will  become  milky  white  within 
the  next  few  months. 

As  a  temporary  measure  control  no 
2H086  of  lOOmg  Ipral  tablets  will  be 
scored,  but  will  not  bear  the  usual 
"Squibb"  and  "513"  markings.  Other 
batches  will  not  be  affected.  E.R.  Squibb 
&  Sons  Ltd,  Reeds  Lane,  More  ton, 
Mersey  side  L46  IQW. 


Moduretic  scorings 


From  mid-August  tablets  of  Moduretic 
will  be  scored  on  both  sides.  Merck  Sharp 
&  Dohme  Ltd,  Hoddesdon,  Herts. 


Safapryn-Co  now  T' 


Safapryn-Co  tablets  have  now  been 
reclassified  as  PCD1  instead  of  POMCDI. 
Pfizer  Ltd,  Sandwich,  Kent. 


Pholcolix  transfer 
to  Parke-Davis 

Pholcolix  is  now  being  marketed  under  a 
Parke-Davis  product  licence  no 
0018/0123.  As  there  is  no  change  to  the 
formulation,  either  the  William  R. 
Warner  labelled  product  or  the  new 
Parke-Davis  labelled  stock  may  be  used  to 
fill  prescriptions.  Parke-Davis  &  Co  Ltd, 
UskRoad,  Pontypool,  Gwent  NP4  0YH. 
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Upjohn  have  developed  a  prostaglandin 
E2  vaginal  tablet  for  induction  of  labour 
when  there  are  no  foetal  or  maternal 
contraindications. 

The  company  already  market  Prostin 
E2  oral  tablets  for  the  induction  of  labour 
as  well  as  an  injection  that  can  be  used  for 
this  indication.  However  using  a  vaginal 
presentation  obviates  confining  the 
patient  to  the  hospital  bed,  as  is  required 
with  intraveous  administration  and  avoids 
the  gastrointestinal  side  effects 
experienced  by  some  patients  using  oral 
doses,  they  say.  The  vaginal  tablets  can 
cause  nausea  and  vomiting  but  this  is  very 
occasional. 

Previously,  some  obstetricians  have 
used  E2  oral  tablets  intravaginally  to 
induce  labour.  Upjohn  say  that 
absorption  of  the  vaginal  tablets  is  greater 
than  an  equivalent  dose  of  the  oral  tablets 
administered  this  way.  Their  stability  is 
similar  to  that  of  the  oral  tablets  with  a 
shelf-life  of  two  years  at  4°C. 


o.  I  this  Christma 


Biggest  Brand:  Biggest  selling  After  Shave  lotion*  in  U.K. 

Biggest  Spend  :  £1000,000 Christmas  support  including  national  TV  with  new  commercial. 

Biggest  Support:  New  Christmas  display  material. 

Biggest  SoieS:  New  lower  priced  gift  sets  in  unique  Christmas  merchandiser. 

Biggest  Profits:  Full  35%  Shulton  margin  across  the  range. 

So  for  No.  1  profits,  stock,  display,  and  sell  Old  Spice  this  Christmas. 

The  mark  of  a  man. 


"You  know  if  there's  one  company  that  ought  to  be  in 
the  mouthwash  market  it's . . " 
IV.  Wisdom?" 

"Right.  They're  far  and  away  brand  leaders  in 
toothbrushes . . " 

" .  and  there's  Wisdom  Dental  Floss,  and  the  new 
Wisdom  Go-Between,  Wisdom  Disclosing  Tablets, 
Wisdom  Dental  Mirror. .  V 

". .  and  they've  just  launched  Wisdom  Denture  Fresh 
into  the  denture  cleanser  market" 
" .  In  fact,  a  total  mouth  care  programme." 

"So  you'd  think  they'd  bring  that  oral 
hygiene  expertise  to  the  Mouthwash 
Market" 

"It's  worth  £10m  at  retail  prices." 

"And  still  growing." 
"  The  Wisdom  name  would  carry 
tremendous  clout ..  V 

". .  if  they  launched  on  national 
television" 

"They'd  need  a  good  slogan  - 
something  like  'keeps  your  breath 
as  fresh  as  yoursKtile: " 

"I  like  it!"       ^  • 
"Shall  I  send  ypti  our  dffeninj 
order  then?" 

"1  thought  voud  never  ask" 


1  NATIONAL  TV  LAUNCH 

I  SEPTEMBER-OCTOBER 

MOUTHWASH 


WISDOM 


!  For  further  information  on  Wisdom  Mouthwash  and  other 
Wisdom  Mouthcare  products,  write  to: 


Mouthcare  Division.  Addis  Ltd.,  Ware  Road,  Hertford. 
Herts.,  SG13  7HL. 

Name  

Address  


!WISD 


cd  7/8j  Keeps  your  breath  as  fresh  as  your  smile 


COUNTERPOINTS 


Destocking  —  third  year  of 
declining  sales  but  rate  slows 


Continued  destocking  meant  that  for  the 
cosmetic  and  toiletry  manufacturers  1981 
was  the  second  year  in  succession  that 
resulted  in  sales  to  the  trade  being 
seriously  depressed.  The  report  in  the 
latest  Silver  Book  published  by  John 
Flogston  Associates  sees  a  glimmer  of 
hope  and  suggests  that  "as  stocks  come 
down  to  an  acceptable  norm,  future 
demand  will  reflect  more  truly  the  level  of 
consumer  off-take. 

"In  some  ways  1981  saw  an 
improvement  on  1980.  Certainly  a  wider 
differential  between  the  increase  in 
incomes  and  increase  in  prices  occurred, 
but  that  nigger  in  the  1980  wood-pile  of 
savage  destocking  diminished  finally  to 
disappear  and  the  rate  of  increase  in  the 
number  unemployed  came  down  from  65 
per  cent  to  31  per  cent." 

Stagnation 

Total  consumer  expenditure  for  1981 
was  fractionally  below  £150,000  million,  a 
10.8  per  cent  increase  on  1980.  The  report 
points  out  that  if  the  cost  of  the  goods  and 
services  were  revalued  at  1975  prices  the 
increase  would  be  nil  —  the  same  as  in 
1980  —  reflecting  the  stagnation  that  has 
existed. 

Earnings  after  deductions  were  up  7.9 
per  cent  at  £173, 638m  (the  increase  for 

1980  on  1979  was  17.6  per  cent)  and  retail 
prices  in  1981  were  1 1 .9  per  cent  higher 
than  the  previous  year.  Prices  of 
cosmetics  and  toiletries  rose  by  10.9  per 
cent. 

Total  sales  through  all  retailers 
increased  in  volume  terms  by  only  1 .2  per 
cent  (compared  to  5.6  per  cent  and  4.6  per 
cent  in  1978  and  1979  respectively)  and  a 
further  696,000  people  lost  their  jobs 
during  the  year. 

Sales  of  cosmetics  and  toiletries  rose 
8.4  per  cent  to  stand  at  £622m  in  1981 . 
Prices  however  rose  by  10.9  per  cent  so  in 
money-volume  terms  demand  was  down 
by  2.5  per  cent. 

This  is  the  third  year  in  succession  that 
sales  have  declined  in  real  terms  due  to 
destocking  but  this  was  not  so  marked  in 

1981  as  in  the  previous  years  which  saw 
falls  of  4.9  and  10  per  cent. 

'Bottomed-out' 

The  report  says  that  "the  quarter  by 
quarter  trends  in  money-value  and 
money-volume  terms  in  1981  strongly 
suggest  inventories  for  cosmetics  and 
toiletries  in  the  trade  have  bottomed-out 
and  that  demand  is  moving  into  a  phase  of 
real  term  growth  once  more." 

Four  of  the  seven  product  categories 


showed  "real"  growth  in  1981 .  They  are 
deodorants  /  depilatories  (  +  9.3  per  cent), 
skin  care  products  (  +  8.5  per  cent),  hair 
preparations  ( +  2.4  per  cent)  and  men's 
products  ( -I-  0.9  per  cent).  The  other  three 
categories,  fragrances,  dental  products 
and  make-up  items,  recorded  declines  of 
— 5.2  per  cent,  — 6.5  per  cent  and  — 17.7 
per  cent,  respectively. 

The  five  years  covered  by  the  report 
show  that  total  demand  has  expanded  by 
41  per  cent  but  when  price  increases  are 
taken  into  account  the  money-volume 
demand  is  down  by  16  per  cent. 

"This  decline  is  primarily  due  to  trade 
destocking,"  says  the  report,  "although  it 
is  believed  some  steadying  in  consumer 
demand  has  occurred  due  to  trading  down 
and  to  consumers  also  destocking." 

Advertising  support  stood  at  almost 
£74  million  in  1981  an  increase  of  22.5  per 


September  launch 
for  Pure  Silk 


Yardley  have  a  new  fragrance  which  they 
predict  will  become  a  "classic."  Pure  Silk 
is  elegant  and  distinctive,  they  say,  with 
orange  blossom  and  ylang  ylang  topnotes 
blended  with  rose  and  wood  nuances  to 
produce  a  warm  perfume.  Oakmoss, 
patchouli  and  vetivert  are  added  to  sustain 
warmth. 

The  fragrance  comes  as  concentrated 
cologne  spray  (25ml  £3.50,  50ml  £5.25); 
concentrated  cologne  (50ml  £3.50); 
concentrated  perfume  spray  (£4.50)  and 
talc  (lOOg  £1.65).  Packaging  is  in 
sculptured  bottles  inside  mauve  and  lilac 
boxes.  An  introductory  trial  size  15ml 
spray  in  a  drawstring  purse  will  retail  for 
£0.99.  Pure  Silk  will  be  available  next 
month.  Yardley  of  London  Ltd,  Miles 
Gray  Road,  Basildon,  Essex. 

Anais  addition  of 
vaporisateur 

Prestige  &  Collections  are  adding  a  30ml 
eau  de  parfum  vaporisateur  to  their  Anais 
Anais  range  and  are  making  available  as  a 
limited  edition  two  sizes  of  eau  de  toilette. 

The  eau  de  parfum  vaporisateur 
(£9.95)  is  in  frosted  glass  with  a  silver 
collar  and  spray  top,  cartoned  in  the  grey 
and  silver  livery  of  the  range.  It  will 
become  part  of  the  regular  Anais 
collection. 

The  uncartoned  30ml  (£5.90)  and  48ml 


cent  on  the  spend  in  1980.  As  advertising 
rates  for  newspapers,  magazines  and 
television  rose  by  17.7  per  cent  this  means 
the  weight  of  consumer  impact  must  have 
increased. 

The  report  concludes  that  1980  and 
1981  will  go  down  in  cosmetic  history  as 
the  two  most  difficult  years  the  industry 
has  experienced  with  both  the  sluggishness 
of  the  consumer  spending  and  the  savage 
distributive  trade  destocking. 

"Inventories  are  now  down  to  an 
acceptable  level,  a  very  slight  growth  is 
forecast  for  consumer  spending  and  the 
level  of  retail  prices  continues  to  decline. 
There  is  a  feeling  that  the  worst  is  over." 

For  the  cosmetic  and  toiletry 
industries,  although  an  improvement  on 
1980  and  1981,  the  next  12  months  will  not 
be  easy.  Conditions  will  continue  to  be 
intensely  competitive,  says  the  report,  and 
demand  high  standards  of  marketing. 
"The  Silver  Book  —  a  review  of  the 
costmetic  and  toiletry  preparations 
market  1981  —  John  Hogston  Associates 
Ltd,  23  Golden  Square,  London  Wl. 


(£7.80)  sizes  of  the  eau  de  toilette  are 
available  as  long  as  stocks  last.  A  display 
merchandiser  holding  one  dozen  of  each 
size  will  be  available  with  orders  for  packs 
of  12  of  each. 

The  company  is  also  at  present 
offering  a  pochette  holding  an  Anais 
Anais  eau  de  toilette  spray  (48ml)  and  a 
lOOg  savon  parfume  for  £9.95  —  the 
normal  retail  price  for  a  cartoned  48ml 
eau  de  toilette  spray.  Golden  Ltd,  30 
Kensington  Church  Street,  London  W8. 


Clinque  update 


Clinique's  combination  of  eyelid 
moisturiser  and  make-up  daily  eye  treat  is 
to  be  packaged  in  a  new  slim,  unbreakable 
applicator  bottle  together  with  a  sponge- 
tipped  applicator.  The  rectangular  silver- 
capped  vial  (£5)  is  clear  so  that  the  colour 
of  the  make-up  can  be  seen  and  two  new 
colours  are  being  added,  silver  taupe  and 
honeyed  pink. 

Two  new  shades  are  also  being  added 
to  the  company's  basic  eye  emphasiser 
(£5.75).  These  are  shadow  navy  and 
shadow  taupe.  Clinique  Laboratories  Ltd, 
54  Grosvenor  Street,  London  W1X  9FH. 


LRC's  cough  range 


LRC  Products  are  now  distributing 
Hacks,  Victory  V  and  Cherry  Breezers  on 
behalf  of  Barker  and  Dobson.  Orders  or 
enquiries  should  be  directed  to  LRC 
Products  Ltd,  North  Circular  Road, 
London  E4  8QA. 
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Elida  Gibbs  set  up  a 
new  division  and  test 
market  an  acne  product 

Elida  Gibbs  have  formed  a  new 
company,  Gibbs  Pharmaceuticals,  to  test 
market  Tri-ac*,  a  new  treatment  for  mild 
to  moderate  acne.  Based  on  a  new  active 
ingredient,  ethyl  lactate,  Tri-ac  (75ml, 
£1.45;  125ml,  £1.99)  will  be  test 
marketed  in  the  Central  and  Harlech 
television  regions. 


The  company  believes  that  ethyl  lactate,  a 
lipid  soluble  ester,  penetrates  pores  and  is 
hydrolysed  to  ethanol  and  lactic  acid, 
which  lowers  pH  and  inactivates  the 
bacteria  and  bacterial  enzymes  that  are 
responsible  for  forming  comedomes  and 
triggering  the  inflamation.  Zinc  sulphate 
is  included  to  help  improve  the  lesion 
healing. 

Although  containing  a  new  drug,  Tri- 
ac  has  been  registered  as  a  pharmacy-only 
"non-ethical"  product  by  the  Department 
of  Health.  The  company  claims  that  the 
product  has  two  advantages  over  the 
existing  products  on  the  market.  Firstly, 
they  say,  it  isn't  harsh  and  does  not  work 
by  drying  the  skin  out  and  secondly  it 
reduces  redness  often  within  24  hours. 

Clinical  trials,  they  say,  show  that  the 
average  improvement  in  the  acne  count 
(number  of  lesions)  was  64  per  cent  and  in 
acne  score  (acne  severity  index)  66  per 
cent.  Study  of  the  short  term  effects 
showed  that  75  per  cent  of  patients 
showed  a  marked  improvement  within  5 
days. 


Three  way  action 

Tri-ac  is  based  on  research  by  Dr 
Swanbeck,  a  Swedish  dermatologist,  in 
1972.  Gibbs  say  it  has  three  key  product 
benefits  "to  reduce  redness,  to  clear  spots 
fast  and  to  help  prevent  spots." 

The  company  believes  that  while  the 
market  is  saturated  with  me-too  products 
containing  5  per  cent  benzyl  peroxide,  of 
the  80  per  cent  of  teenagers  who  suffer 
from  acne  at  some  time  or  another,  only 
45  per  cent  actually  use  an  acne  product. 

The  market  did  see  an  enormous 
volume  growth  of  30  per  cent  per  annum 
in  1978-80,  say  Gibbs,  largely  due  to  the 
advent  of  Topex  but  it  is  now  static.  They 
suggest  this  could  be  because  of  the 
harshness  of  the  products  available  — 
trial  is  high  but  only  because  consumers 
are  dissatisfied  with  the  products 
available.  "Tri-ac  combines  all  the 
benefits  of  a  good  efficacy  with  benzyl 


Tri-ac  is  a  pharmacy- 
only  acne  treatment 
available  through 
the  newly 
established  Gibbs 
Pharmaceutical 
division 


peroxide  without  the  harshness  and  it 
reduces  redness  very  quickly." 

Advertising  will  appear  both  on 
television  and  in  the  women's  Press. 
Television  advertising  breaks  in  October 
in  the  test  region.  This  is  a  cartoon  format 
of  the  Fonz  which,  the  company  believes, 
will  capture  the  attention  of  the  target 
audience  without  embarrassing  them. 
Where  possible,  regional  inserts  have  been 
placed  in  the  teenage  and  women's  Press 
aimed  at  both  the  mother  (who  is 
responsible  for  25  per  cent  of  the 
purchases  in  the  market)  and  the  sufferer. 
Radio  advertising  in  the  test  area  proved 
impractical. 

PR  activity 

Public  relations  activity  will  include 
the  setting  up  of  a  Tri-ac  advisory  service 
to  supply  consumer  literature  to  the 
public.  This  includes  a  booklet  entitled 
About  spots  and  three  leaflets  covering 
common  questions  asked  about  acne. 
Product  literature  including  the  data  sheet 
will  be  mailed  to  doctors. 

Tri-ac  comes  in  one  dozen  packs  of 
each  size  supplied  in  a  counter  display 
stand  with  detachable  header  card  for  use 
on-shelf. 

Gibbs  will  start  calling  on  all 


CLEAR  TREATMENT  LOTION 
FOR  SPOTS  AND  ACNE 


pharmacies  in  the  test  region  from  mid- 
August  with  what  they  describe  as  a 
"generous  offer"  including  free  stock  and 
counter  leaflets. 

The  test  market  is  expected  to  run  for 
around  12  months.  Gibbs  say  they  are 
looking  to  follow  it  up  with  further 
products  depending  on  how  the  test 
market  goes.  Gibbs  Pharmaceuticals  Ltd, 
44  Portman  Square,  London  WIA  1DY. 
♦Ingredients:  Ethyl-2-hydroxy  propionate 
(ethyl  lactate)  10  per  cent  w/w 
Zinc  sulphate  heptahydrate  (Zinc 
sulphate)  0.3  per  cent  w/w. 

Coupon  launch  for 
baby  juices 

To  launch  their  new  range  of  Robinson's 
ready-to-drink  baby  juices,  Reckitt  & 
Colman  are  running  a  lOp-off  coupon 
promotion  on  bottles  of  the  four  new 
juices.  The  coupons  are  being  distributed 
inside  Robinson's  baby  foods 
introductory  packs,  flashed  with  on-pack 
stickers,  and  also  through  advertisements 
in  mothercraft  Press.  Reckitt  &  Colman 
Products  Ltd,  Dansom  Lane,  Hull  HU8 
8DD. 
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Own-brand  multivitamins  with 
launch  bonus  from  Unichem 


Unichem  have  added  multi-vitamins  to 
their  own-brand  range.  Each  bottle, 
available  with  or  without  iron,  contains  60 
tablets,  which  is  two  month's  supply. 

The  red  and  orange  display  packs 
(£0.95),  containing  12  units,  usually  cost 
£6.56  trade  but  during  August  will  be  on 
offer  to  members  at  a  launch  bonus  price 
of  £5.41  which  is  17  V2  per  cent  discount 
on  normal  trade. 

Shaving  brushes  and  knives  feature  in 
the  sundries  offers  available  until  August 
31.  Products  included  are  Ever  Ready 
corn  and  callous  knife  and  replacement 
blades,  Ever  Ready  single  edge  blades  and 
chiropody  block,  Dunbee  double  terry 
dinner,  Dunbee  pvc  overall,  small  and 


large  bib,  Culmax  range  of  shaving 
brushes,  Thermos  roughneck  flask  and 
the  Unichem  face  cloths  range.  Unichem 
Ltd,  Crown  House,  Morden,  Surrey. 


Japanese  cosmetics 
and  fragrances 

Kanebo  cosmetics  are  now  available  to 
pharmacies  in  one  of  two  packages  — 
fragrances  only  or  a  selected  range  of 
Kanebo  Silk  cosmetics,  skin  care  products 
plus  the  two  fragrances. 

Pharmacies  launching  Kanebo  will 
receive  a  programme  of  support  including 
promotional  activities,  gifts  with 
purchase,  customer  samplings  and  on- 
counter  leaflets,  co-operative  advertising 
and  support  in  local  special  events,  the 
company  says. 

The  two  fragrances  are  Hinotori, 
described  as  a  rich,  flowery 
composition, and  Kyoto,  said  to  be  a 
modern  perfume  with  green  topnotes  and 
woody  and  mossy  base  notes.  The  former 
is  available  as  full-strength  parfum  and 
eau  de  parfum,  in  various  presentations 
with  prices  ranging  from  £5.95  to  £21 .95. 
Body  lotion  (£9.50)  and  dusting  powder 


Part  of  the  Kanebo  range,  with  prices  from 
£3.95  to  £27.75 

(£7.95)  are  included  in  the  range.  Kyoto 
also  comes  as  parfum  and  eau  de  parfum 
with  prices  ranging  from  £17.95  to  £24.95. 

Kanebo  Silk  cosmetics  are  priced 
between  £3.95  and  £1 1 .25  and  there  is  a 
range  of  skin  care  products  retailing  from 
£4.50  to  £27.75.  OBL  International  Ltd, 
21  Holborn  Viaduct,  London  EC1.  Tel: 
01-236  6311. 


Apex  air  fresheners 
from  Pharmagen 

Pharmagen  have  been  appointed  as 
distributors  for  Apex  —  manufacturers  of 
Hideaway  and  Bits  Box  air  fresheners. 

Says  Bernard  Sparling,  general 
manager  and  director  of  Pharmagen, 
"This  is  very  much  a  growth  market  with 
a  healthy  15  per  cent  share  (or  £3.0m) 
being  held  by  independent  chemists. 
There  is  surely  no  reason  why  the  Apex 
brand  should  not  perform  as  well  in 
independents  as  in  other  outlets  —  given 
the  right  level  of  support  by  pharmacists. 


Solids  account  for  over  half  this  market 
which  is  said  to  be  the  fastest  growing 
sector  in  household  products". 
Introductory  deals  are  available  from 
Pharmagen  Ltd,  Runcorn,  Cheshire. 


Soap  in  a  tube 

Soap  in  a  tube  is  available  from  a  newly 
formed  company,  Aegis  International 
who  say  it  is  the  perfect  answer  when 
showering  being  both  a  soap  and 
shampoo.  Retail  price  is  £0.99.  Aegis 
International  Ltd,  197  Edgware  Road, 
London  W2  1DN. 


Press  campaign  for 
Weightcheck 

Healthilife  are  running  an  advertising 
campaign  for  Weightcheck  capsules, 
using  the  slimming  and  health  Press. 
Showcards,  window  stickers  and  counter 
leaflets  are  available  to  support  the 
campaign.  During  this  month  and  next 
Weightcheck  is  on  10  for  9  bonus  and,  in 
addition,  sales  representatives  are  offering 
a  cash  bonus  of  £1  per  case. 

The  Herbal  Laboratories  range  is  also 
on  bonus  during  this  period,  again  with 
extra  cash  incentives.  Point-of-sale 
material  includes  a  display  rack, 
showcards  and  leaflets.  Several  other 
Healthilife  products  are  on  bonus  in 
August  and  September.  Healthilife  Ltd, 
Charlestown  House,  Baildon,  Shipley, 
WestYorksBD17  7JS. 


Algipan  in  Autumn 

To  highlight  September  as  the  peak  month 
for  selling-in  rubefacients,  Wyeth 
Laboratories  are  offering  pharmacists  a 
counter  display  unit  with  two  free  tubes  of 
Algipan.  The  unit  carries  a  list  of 
conditions  it  is  designed  to  treat.  Wyeth 
Laboratories,  Huntercombe  Lane  South, 
Taplow,  Maidenhead,  Berks. 


ON  TV 
NEXT  WEEK 
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Digital  thermometer 
from  Optrex 


Jeyes  on  TV 


A  four  week  burst  of  national  television 
advertising  for  Jeyes  Thick  Parozone  is  to 
run  throughout  August.  In  the  Granada 
television  region  the  period  will  be 
extended  for  a  further  two  weeks.  The 
company  believes  August  is  a  good  time  to 
highlight  the  product  "since  it  is  during 
the  Summer  months  that  hygiene 
problems  are  at  their  maximum  due  to  the 
warmer  weather".  Jeyes  Ltd,  Brunei 
Way,  Thetford,  Norfolk. 

Addis  take  over 
Broxo  distribution 

Addis  have  taken  over  the  UK  distribution 
of  Broxo  Test  and  Broxo  Jet,  two  oral 
hygiene  products  manufactured  by  the 
Swiss-owned  Broxo  Group.  Both 
products  will  be  sold  under  the  Wisdom 
brand,  as  part  of  the  Wisdom  total  mouth 
care  range. 

Broxo  Test  is  a  compact  disclosing 
system  comprising  liquid,  mirror,  and  an 
ultra-violet  light.  The  liquid  colours  any 
plaque  remaining  on  the  teeth,  but  is  only 
visible  under  the  ultra-violet  light.  Broxo 
Jet  is  an  oral  irrigation  system,  designed 
to  flush  food  debris  from  areas  of  the 
mouth  difficult  to  reach  by  brushing  and 
flossing.  Addis  Ltd,  Ware  Road, 
Hertford  SG13  7HL. 

Food  Brokers  set 
up  chemist  division 

Food  Brokers  Ltd  are  to  undertake  the 
marketing,  selling,  and  distribution  of 
Unicliffe's  Limmits  and  TCP  brands 
throughout  the  chemist  trade.  The  new 


and  Parent)  as  well  as  Woman  and 
Woman 's  Realm.  The  adverts  will  include 
a  money-off  coupon  and  feature  the 
headline  "You  don't  have  to  rinse  it, 
shake  it  or  stick  it  somewhere 
uncomfortable".  A  public  relations 
programme  is  also  planned  for  health 
visitors  and  midwives.  Optrex  Ltd,  Optrex 
House,  Jays  Close,  Basingstoke,  Hants. 


arrangements  were  made  at  the  request  of 
Unicliffe,  who  have  been  associated  with 
Food  Brokers  in  the  grocery  trade  for  over 
ten  years. 

A  new  18  man  division,  to  be  known 
as  Chemist  Brokers,  will  now  be  formed, 
and  will  operate  on  behalf  of  Unicliffe 
and  other  clients  from  October  1 .  The  new 
division  will  be  part  of  the  total  Food 
Brokers  operation.  Food  Brokers  Ltd, 
Milburn,  Copsem  Lane,  Esher,  Surrey 
KT10  9EP. 


Safer  Handy  Andies 


Bowater-Scott  have  made  their  Handy 
Andies  softer  than  ever,  they  say,  and  that 
message  will  be  flashed  on  packs  for  the 
next  few  months.  Packaging  for  the 
counter  display  unit  and  the  multipack 
has  also  changed,  although  the  small  pack 
is  the  same.  Bowater-Scott  Corporation 
Ltd,  Bowater-Scott  House,  East 
Grinstead,  East  Sussex  RH 19  1UR. 


A  merchandiser  is  now  available  for  the 
Savlon  antiseptic  first  aid  products, 
intended  for  immediate  remedial 
treatment  for  cuts,  grazes  and  burns. 

The  merchandiser  incorporates: 
Savlon  antiseptic  cream  (14  x  60g,  18  x 
30g,  9  x  15g)  and  nine  Savlon  Dry 
containers.  Care  Laboratories,  Badminton 
Court,  Amersham,  Bucks 


Arden  launch  two 
skin  care  ranges 

Continuing  their  skin  care  policy,  dividing 
lines  into  specific  problem  categories  and 
repackaging  them,  Arden  have  now 
launched  moisture  action  for  dry  skin  and 
skin  basics  for  combination  skin. 

As  with  the  previous  lines,  both  ranges 
consist  of  some  "musts"  and  "pluses." 
In  the  skin  basics  for  combination  skin 
range  the  majority  of  products  are  already 
in  existence  but  have  been  revalidated  by 
the  research.  This  includes  in  the  "musts" 
deep  milky  cleanser,  skin  tonic,  Velva 
moisture  film  and  beauty  sleep  as  well  as 
eight  hour  cream  and  all  day  cream. 

The  Velva  cream  mask  has  been  re- 
introduced to  replace  the  orange  and 
cucumber  masks  and  the  one  new  addition 
is  the  eight  hour  cream  lipcare  stick  (£2.95). 

The  new  range  comprises  five 
balancing  formulas  that  control  oil  and 
condition  dry  areas  and  three  products 
"to  meet  a  woman's  specialised  needs." 

Moisture  action  for  dry  skin  contains 
protectinol,  which,  say  Arden,  increases  a 
dry  skin's  lipid  content  forming  a  barrier 
around  the  cells  keeping  moisture  in. 

Four  of  the  eight  products  are  "must" 
—  moisture  rich  skin  wash  (150ml  £5.95), 
refreshing  skin  rinse  (150ml,  £5.95),  daily 
defence  moisture  lotion  ( 50ml,  £7.95) 
and  nightly  recovery  cream  (30ml  and 
50ml,  £7.95  and  £10.95). 

In  addition  there  are  four  "pluses  for 
extra  lubrication.  Gentle  cleansing  cream, 
ultra-rich  cream  invisible  and  perfection 
cream  are  already  available.  The  new 
addition  is  intense  moisture  facial  (100ml, 
£8.65). 

The  two  ranges  will  be  available  from 
October  4.  The  company  believes  that  by 
the  end  of  the  year  Elizabeth  Arden  skin 
care  will  be  at  its  very  best.  A  £60,000 
advertising  campaign  will  support  both 
ranges  throughout  November  and 
December. 

Autumn  colours  are  in  three  Scarlet 
"looks"  —  raging  red,  scandalous  scarlet 
and  stormy  rose.  Elizabeth  Arden  Ltd,  13 
Hanover  Square,  London  Wl. 


Zestful  campaign 


Proctor  &  Gamble  are  promoting  Zest 
toilet  soap  with  a  national  television 
campaign  now  on  air,  and  expected  to  last 
for  some  months.  To  coincide  with  this 
both  sizes  of  the  soap  are  flashed  "trial 
price,"  and  prices  to  the  trade  have  been 
reduced  allowing  retailers  to  set  their  own 
margins.  A  display  competition  with 
prizes  of  £400  and  £300  is  also  open  to 
retail  chemists.  Proctor  &  Gamble  Ltd, 
Gosforth,  Newcastle-upon-Tyne. 


Optrex  are  launching  a  self-adhesive 
digital  themometer  which,  the  company 
claims,  is  ideal  for  use  with  babies  and 
young  children.  Says  marketing  manager 
Annette  Bradshaw,  "The  ODT  is 
particularly  easy  to  use,  as  unlike  some 
other  liquid  crystal  display  thermometers, 
it  adheres  readily  to  the  skin,  and  can 
register  a  temperature  and  then  be  left  on 
for  an  extended  period  to  monitor  a 
patient's  temperature  trend." 

The  thermometer  comes  in  a  counter 
merchandiser  of  two  dozen  and  will  be 
supported  by  an  £80,000  advertising 
campaign  this  Autumn  in  the  specialist 
baby  Press  (Mother,  Mother  and  Baby 
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PUT  THE  FRUITS  OF  YOUR  LABOUR  ON  SHOW! 


Can  you  produce  a  show  piece  display  of  refreshing  Zest?  There's  £1 ,000  worth  of  CASH 
PRIZES  to  be  won!  Don't  worry  about  the  size  of  your  patch,  there's  a  class  for  all  entries  in 
the  Zest  Show. 


OPEN  CLASS  I  most  eye-catching  display  in  show 

SPECIALITY  CLASS"  most  eye-catching  display  not 

exceeding  2  cases 

WINDOW  CLASS:  most  eye-catching  window  display 


£400 
£300 

£300 


Here's  all  you  do:  Decide  which  class  or  classes  you'd  like 
to  enter,  then  build  your  displays  and  take  photographs  of 
them.  (Don't  worry  -  we're  looking  at  the  quality  of  the 
display  not  the  quality  of  the  photograph).  Send  us  the 

CONTEST  RULES:  1  The  contest  is  open  to  all  bona  fide  U  K 
independent  chemist  retailers,  with  the  exception  ot  employees  of 
Procter  &  Gamble  Limited  and  their  families,  and  anyone  else 
connected  with  the  contest  By  entering  the  contest,  competitors  agree 
to  be  bound  by  the  rules  2.  Prizes  will  be  awarded  to  the  entrant  in  each 
class  who.  in  the  opinion  of  judges  appointed  by  Procter  &  Gamble 
Limited,  has  submitted  a  photograph  of  the  most  eye-catching  display  of 
Zest.  Not  more  than  one  prize  will  be  awarded  per  retail  outlet  3.  No 
responsibility  will  be  taken  for  entries  lost,  delayed  or  damaged  in  the 
post.  Proof  of  posting  will  not  be  accepted  as  proof  of  delivery.  Entry 
photographs  which  are  "retouched"  in  any  way.  or  otherwise  not  in 


photograph  and  on  the  reverse  print  your  name,  the 
address  of  your  shop,  and  the  class/classes  for  which  you 
are  entering.  Mail  the  photograph  to  "The  Zest  Show", 
P.O.  Box  9B.  East  Molesey.  Surrey  KT8  OPE. 

accordance  with  the  rules,  may  be  disqualified  4.  Entries  will  only  be 
returned  if  a  stamped  addressed  envelope  suitable  for  return  of  the 
photographs  is  enclosed  All  copyright  will  belong  to  Procter  &  Gamble 
Limited  5.  The  judges'  decisions  will  be  final  and  binding  The  panel  of 
judges  will  include  at  least  one  member  independent  of  the  contest 
organisers.  6.  Last  date  tor  receipt  of  entries  is  September  30th.  1 982 
and  prizewinners  will  be  notified  by  November  1 5th.  1 982  After  that 
date  a  list  of  prizewinners'  names  and  counties  will  be  available  upon 
application  to  the  contest  address  enclosing  S  A.E.  7.  In  any 
circumstances  not  provided  for  in  these  rules,  the  decision  of  Procter  & 
Gamble  Limited  will  be  final  and  binding. 


Procter  &  Gamble  Limited  is  a  Company  registered  in  England  Reg  No  837548  Registered  Oflice  Hedlev  House. 
St  Nicholas  Avenue  Gostorth  Newcastle  upon  Tyne  NE99  1  EE 
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Further  dates  and  venues 
for  the  regional  heats 


Following  on  from  last  week,  the 
contestants  for  each  regional  final  are 
listed  in  alphabetical  order.  Once  again, 
the  regions  are  given  in  order  of  dates. 

The  winners  of  the  regional  heats  go 
through  to  the  Grand  Final  to  be  held  at 
the  Sheraton  Skyline  Hotel  on  Thursday, 
November  25.  Each  regional  winner  also 
receives  £100  prize  money  with  £50  and 
£25  going  to  the  second  and  third  places 
respectively  in  each  heat. 

West  Midlands,  West  of 
England  &  South  Wales 

Ann  Bennett  (E.S.  Davis  Ltd  [Chemist], 
1 18  Stroud  Road,  Gloucester). 
Brenda  Bravey  (Parmar's  Pharmacy,  185 
Burnham  Avenue,  Llanrumney,  Cardiff). 
Candy  R.  Garbett  (J.L.  Harding, 
Chemist,  Stroud  Avenue,  Willenhall, 
West  Midlands). 

Irene  Gee  (N.C.C.  Chemist,  36  Upper 
Bridge  Street,  Walsall). 
Stephen  W.  Latimer  (W.H.  Clement 
[Radstock]  Ltd,  7  The  Street,  Radstock, 
Bath,  Avon). 

Elaine  Nash  (D.  &  M.  Gompels,  1  Bank 

Street,  Melksham,  Wiltshire). 

Mrs  M.  Pressdee  (V.  &  J.  Dowdle  Ltd,  65 

Carmarthen  Road,  Waun-Wen, 

Swansea). 

Morfa  Shaw  (E.M.  Evans,  Old  Swan 
Pharmacy,  West  Street,  Rhayader, 
Powys). 

Denise  Williams  (I.G.  Pratt,  MPS,  139 
Bath  Road,  Cheltenham,  Glos). 
Mrs  J. A.  Woodland  (E.S.  Davis 
[Chemists]  Ltd,  118  Stroud  Road, 
Gloucester). 

Regional  final  at  The  Queens  Hotel,  The 
Promenade,  Cheltenham,  on  Wednesday, 
September  22.  Organised  by  Macarthys. 

London 

Lilian  Barnes  (G.H.  Dolen  Ltd,  Old 
London  Road,  Patcham,  Brighton). 
Avril  Cruze  (Ashworths  Chemist,  64  High 
Street,  Ruislip,  Middlesex). 
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Margaret  Davis  (Kingswood  Chemist,  36 
Hever  Road,  West  Kingsdown,  Nr 
Sevenoaks,  Kent). 

Doreen  M.  Fox  (L.C.  Lawrence,  MPS,  2 
Birchwood  Parade,  Woodside  Drive, 
Joydens  Wood  Estate,  Wilmington, 
Kent). 

Brenda  Fry  (Medirex  Pharmacy,  42 

Wilcox  Road,  London  SW8). 

Marion  Gulliver  (Belfairs  Chemist  Ltd, 

327  Eastwood  Road  North,  Leigh-on-Sea, 

Essex). 

Mrs  I.  Johnson  (Kingswood  Chemist,  36 
Hever  Road,  West  Kingsdown, 
Sevenoaks,  Kent). 

Susan  Scott  (Stonham  &  Son,  King  Street, 
Maidstone,  Kent). 

Brenda  Shorrock  (B.S.  Randshawa,  4  The 
Hive,  High  Street,  Northfleet,  Kent). 
Vera  Smith  (Ekins  &  Fisher  Ltd,  31  Town 
Centre,  Hatfield,  Herts). 
Regional  final  at  The  Charing  Cross 
Hotel,  The  Strand,  London  WC2,  on 
Thursday,  September  23.  Organised  by 
Macarthys  Ltd. 

Scotland 

Catherine  Clark  (H.C.  Liddle,  153  Ayr 

Road,  Prestwick,  Ayrshire). 

Catherine  Dewar  (H.  Neil  Watson,  MPS, 

Bannockburn  Bldings,  Tarbert,  Argyle). 

Carol  Gibb  (J.S.  Dempster,  54  High 

Street,  Biggar,  Lanarkshire). 

Mrs  A.  Heaney  (A.  Bryson,  34  Main 

Street,  The  Village,  Cumbernauld, 

Glasgow). 

Sylvia  Smart  (G.  Forbes  Johnston  Ltd, 
1 14  Whitfield  Drive,  Whitfield,  Dundee). 
Ida  Smith  (Bannerman's  Pharmacy, 
Bearsden  Shopping  Centre,  Hillfoot, 
Bearsden,  Glasgow). 
Angela  E.  Telfer  (C.R.  Blyth,  FPS,  81 
Ayr  Road,  Douglas,  Strathclyde). 
Rena  Thomson  (Busby  Pharmacy,  20 
Main  Street,  Busby,  Glasgow). 
Jean  White  (F.A.  Parkinson  [Chemists] 
Ltd,  10  Moss  Street,  Paisley,  Strathclyde). 
Regional  final  at  The  Albany  Hotel, 
Bothwell  Street,  Glasgow,  on  Tuesday, 
September  28.  Organised  by  Numark. 


Northern  Ireland 


Kathleen  Cullen  (Kelly's  Chemist,  8 

Clifton  Street,  Belfast). 

Joanne  Henderson  (K.B.  Martin,  MPS, 

23  Sloan  Street,  Lisburn). 

Jean  Logan  (John  McConnell,  42  Main 

Street,  Crumlin). 

Michael  McKenna  (Kelly's  Chemist,  55 

Castle  Street,  Belfast). 

Marie  McLaughlin  (Kelly's  Chemist,  55 

Castle  Street,  Belfast). 

Jean  Patterson  (Norwood  Pharmacy, 

High  Street,  Holywood,  co  Down). 

Anne  Rice  (Macauley's  Medical  Hall,  16 

Irish  Street,  Downpatrick,  co  Down). 

Karen  Shearer  (D.C.  McConnell,  MPS, 

324  Beersbridge  Road,  Bloomfield, 

Belfast). 

Margaret  Smyth  (E.A.  Baird,  275 

Woodstock  Road,  Belfast). 

Barbara  Thompson  (D.N.  McConnell, 

MPS,  324  Beersbridge  Road,  Bloomfield, 

Belfast). 

Regional  final  at  The  Dunadry  Inn, 
Dunadry,  co  Antrim,  on  Wednesday, 
October  6.  Organised  by  S.  Haydock  & 
Co  Ltd. 


North  East 


Jean  Brown  (G.  Thompson  Chemist, 
MPS,  13  Flagg  Court,  South  Shields, 
Tyne  &  Wear). 

P.M.  Buchanan  (Steven  &  Keith  Chemists 
Ltd,  Unit  7,  Kingston  Park,  Newcastle 
upon  Tyne). 

Margaret  Cussons  (W.H.  Richards  Ltd, 
105  Stockton  Road,  Hartlepool,  Co 
Cleveland). 

Joy  Fothergill  (Clayton  &  Wilkinson,  87 
Victoria  Road,  Darlington,  Co  Durham). 
Lynn  Denise  Harland  (Hogarth  and  West 
Chemist,  10  High  Street,  Stokesley, 
Middlesbrough). 

Claire  Maddison  (Jack  H.  Stern  [Chemist] 

Ltd,  13  Westbourne  Terrace,  Houghton- 

le-Spring,  Tyne  &  Wear). 

Agnes  Stobbs  (A.  Wilson  Ltd,  43  Regent 

Street,  Blyth,  Northumberland). 

Avril  Teal  (A.  Wilson  Ltd,  43  Regent 

Street,  Blyth,  Northumberland). 
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If  your  thermometer  sales  have  been  a  For  further  information  contact  A 

>it  mercurial  in  the  past,  things  are  looking  up.  Imms  at  Optrex  Limited,  Optrex  House, 
Because  now  there's  a  thermometer  that   Jays  Close,  Basingstoke, 


;an  be  stuck  somewhere  comfortable. 
On  the  forehead. 

Called  the  Optrex  Digital  Thermometer, 
|t  takes  the  worries  out  of  taking  temperatures. 

A  fact  that  millions  of  mums  and  thous- 
nds  of  health  visitors  will  soon  appreciate. 

The  mums  because  we'll  be  advertis- 
ng  in  Mother,  Mother  and  Baby,  Parent, 
Woman  and  Womans  Realm  from  October 
o  December. 

The  health  visitors  because  we'll  be 
sending  them  30,000  25p  off  coupons. 

And  since  Optrex  are  promoting  in  this 
narket,  their  new  thermometer  won't  just  be 
m  people's  foreheads,  if  11  be  on  their  lips. 


Hampshire.  Telephone: 
(0256)  57272. 


A  Hoecfast  Company 


If  yoiuion't  stock 
the  new  Optrex  Digital 
"  Jrmometer  you  need 
our  head  examined. 


Top  seller  in 
the  fastest-growing 


sector  o 


With  sales  quad- 
rupling in  the  last  2 
years,  baby  wipes  have 
grown  faster  than  any 
other  sector  of  the  baby 
market.  And  7  out  of  10 
baby  wipes  sold  in 
chemists*are  Baby  Wet  Ones. 

Leading  on  Merit 

Baby  Wet  Ones  sell  best  because 
they  are  the  only  baby  wipes  with  a  strong 
product  story  -  they  actually  help  prevent 
nappy  rash. 


Year-Round  Demand 

Baby  Wet  Ones  sell 
all  year  round  because 
babies  need  cleaning  all 
year  round.  That's  why 
they're  advertised  all  year 
round  -  with  £750,000  TV 
press  and  sampling  support. 

Big  Business 

Baby  wipes  are  big  business  in 
chemists  right  now,  with  Baby  Wet 
Ones  the  pick  of  the  pack.  Ring  your 
local  wholesaler  for  immediate  stocks. 


(Sterling  Health) 

Baby  Wet  Ones  is  a  registered  trade  marlT 
'Excluding  Boots:  Independent  research  survey. 


Assistant  of  the  Year  finals 
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North  East  (continued) 


Maureen  Wardle  (Jack  H.  Stern 
[Chemist]  Ltd,  13  Westbourne  Terrace, 
Shiney  Row,  Houghton-le-Spring,  Tyne  & 
Wear). 

Mrs  E.  Winn  (A.  Wilson  Ltd,  19  Front 
Street,  Monkseaton,  Tyne  &  Wear). 
Regional  final  at  The  Five  Bridges  Hotel, 
West  High  Street,  Gateshead,  on 
Wednesday,  October  6.  Organised  by 
Hall,Forster&Co  Ltd. 


North  Midlands 


Valerie  A.  Bates  (Hugh  Hjtchin  Ltd,  71 

Derby  Road,  Longeaton,  Notts). 

J.  Chapman  (Stephen  Taylors  Chemist, 

H.L.  Twidale  [Mans'd]  Ltd,  12  Stockwell 

Gate,  Mansfield,  Notts). 

Julie  Griffin  (Stephen  Taylors  Chemist, 

H.L.  Twidale  [Mans'd]  Ltd,  12  Stockwell 

Gate,  Mansfield,  Notts). 

Mrs  B.A.  Knight  (W,  Jamieson 

[Chemists]  Ltd,  23  Sandygate  Road, 

Crosspool,  Sheffield  10). 

Gillian  Anne  Hetteringham  (W.  Jamieson 

[Chemists]  Ltd,  23  Sandygate  Road, 

Crosspool,  Sheffield  10). 

Miss  J.E.  Pashley  (W.  Jamieson 

[Chemists]  Ltd,  16  Civic  Centre, 

Donfield,  Sheffield  18). 

Patricia  Purdy  (Burrows  &  Close  Ltd,  90 

Nottingham  Road,  Eastwood,  Notts). 

Jane  Reaney  (Shipstone  and  Siddall 

Chemist,  35  Greenhow  Street,  Walkley, 

Sheffield). 

Ann  Roe  (R.J.  Farmer  [Chemists]  Ltd,  16 
High  Street,  Tutbury,  Staffs). 
Mrs  D.  Samways  (Barton  Pharmacy  Ltd, 
Barton-under-Needwood,  Staffs). 
Regional  final  at  The  Swallow  Hotel, 
South  Normanton,  Derbyshire,  on 
Wednesday,  October  6.  Organised  by 
Richard  Daniel  &  Son  Ltd. 


North  Wales  &  Wirral 


Susan  Brooks  (I.  Wynne  Jones,  High 

Street,  Tywyn,  Gwynedd.) 

Christine  Elcock  (Harrison  Brown  Ltd,  19 

The  Cross,  Neston,  South  Wirral.) 

Janet  Griffiths  (E.  Margerrison  &  Co,  9 

The  Parade,  Donnington,  Telford, 

Shrops.) 

Margaret  Hamilton  (J.  D.  Hollins,  66  Old 
Chester  Road,  Great  Sutton,  South 
Wirral.) 

Diane  Lance  (R.  Farrington's,  20A 
Overpool  Road,  Ellesmere  Port,  South 
Wirral.) 

Ruth  Parnell  (C.  H-  Ashton,  9  New 

Chester  Road,  New  Ferry,  Merseyside.) 

Christine  Roberts  (Pritchard,  99  Victoria 

Road,  Prestatyn,  Clwyd.) 

Linda  Swan  (J.  D.  Hollins,  66  Old 

Chester  Road,  Great  Sutton,  South 

Wirral.) 

Mrs  M.  Tinsley  (E.  Margerrison  &  Co,  9 
The  Parade,  Donnington,  Telford). 


Mrs  Jenny  Turner  (G.  O.  Howells  Ltd, 
High  Street,  Hadley,  Telford,  Shrops.) 
Regional  final  at  the  Mollington  Banastre 
Hotel,  Park  Gate  Road,  Chester,  on 
Wednesday,  October  13.  Organised  by  L. 
Rowland  &  Co  Ltd. 


North  West 


Alison  Aspinall  (Lakeland  Pharmacy,  5 
Grosvenor  Terrace,  Bowness-on- 
Windermere,  Cumbria). 
Mrs  V.A.  Bell  (T.  Ridley  &  Son 
[Chemist],  9  English  Street,  Carlisle). 
Susan  Freshwater  (Bpwmans  Chemists,  44 
Blackwell  Road,  Carlisle,  Cumbria). 
Sheila  Holcroft  (B.A.  Dray,  MPS,  Bank 
View,  Ingleton,  Carnforth,  Lanes). 
Margaret  Jackson  (T.B.  Leach  [Chemist], 
48  Newtown  Road,  Carlisle,  Cumbria). 
Becky  Sharp  (Thomas  Bell  [Chemist,] 
Lake  Road,  Ambleside,  Cumbria). 
Sally  Ann  Smith  (Lakeland  Pharmacy,  5 
Grosvenor  Terrace,  Bowness-on- 
Windermere,  Cumbria). 
Eileen  Thompson  (T.B.  Leach,  48 
Newtown  Road,  Carlisle,  Cumbria). 
Alison  Walker  (Thomas  Bell  [Chemist], 
Lake  Road,  Ambleside,  Cumbria). 
Regional  final  at  Ridleys  (Wholesale 
Chemists)Ltd,  Nicholson  House,  Burgh 
Road,  Carlisle,  Wednesday,  October  13. 


South  West 


Mrs  B.  Alford,  (C.  E.  Underhill  &  Sons 
Ltd,  107  Fore  Street,  Saltash,  Cornwall). 
Margaret  J.  Morgan,  (Geo.  Rigg  Chemist, 
26  Station  Road,  Taunton,  Somerset. 
Bridgett  Puddicombe,  (Cherrybrook 
Pharmacy,  Cherrybrook  Square, 
Paignton,  South  Devon). 
Lynn  Martell  Scholey,  (Mr  A.  C.  Woods, 
MPS,  5  Broad  Steet,  Modbury,  Ivybridge, 
South  Devon). 

Wendy  Stark,  (R.  Holden,  21  Kingston 
Road,  Somerset). 
Regional  final  at  The  Holiday  Inn, 
Armada  Way,  Plymouth,  on  Wednesday, 
October  13.  Organised  by  Macarthys  Ltd. 


Yorkshire  &  Humberside 


Miss  J.  A.  Johnson,  (Milnes  &  Lister, 
Chemists,  7  High  Street,  Eastfield, 
Scarborough,  Yorks). 
Angela  Drury,  (Whitworth  Chemist,  J.  P. 
Smith,  269  Grimsby  Road,  Cleethorpes, 
South  Humberside). 

J.  E.  Graystone,  (E.  Butterwick  Ltd,  264 
Bricknell  Avenue,  Hull,  North 
Humberside). 

Elizabeth  Harvey,  (Aliens  Chemist,  26 
Oswald  Road,  Scunthorpe,  South 
Humberside). 

Mrs  Joyce  Hinchcliffe,  (T.  P.  Wheeler 
[Royston]  Ltd,  20  Midland  Road, 
Royston,  Barnsley,  South  Yorkshire). 
Sylvia  M.  Hobsom,  (Milnes  &  Lister  Ltd, 
7  High  Street,  Eastfield,  Scarborough, 
North  Yorkshire). 


Carol  Murrey,  (E.  Butterwick,  522 
Inglemire  Lane,  Hull). 
Deborah  Taylor,  (Selles  Dispensing 
Chemists,  1 1  Church  Street,  Askern, 
Doncaster,  South  Yorkshire). 
Mary  Venter,  (T.  W.  Fields  [Chemist] 
Ltd,  123  Hallgate,  Cottingham,  Hull). 
Ruth  White,  (T.  W.  Fields  [Chemist]  Ltd, 
48  Market  Place,  Driffield,  East  Yorks). 
Regional  final  at  The  Guncrack  Rooms, 
York  Racecourse,  Tadcaster  Road,  York, 
on  Wednesday,  October  13.  Organised  by 
Bleasdales  Ltd. 


Southern  England 

Jacqueline  Abbiss,  (D.  M.  Apps,  1 
Dorchester  Road,  Weymouth,  Dorset). 
Bridget  Billington,  (J.  W.  H.  Bran 
[Chemists]  Ltd,  Market  Place, 
Highworth,  Swindon,  Wiltshire). 
Maureen  Bradley,  (Plumbs  Pharmacy, 
High  Street,  Bishops  Waltham,  Hants). 
Mrs  Eyres,  (John  Freddy  Co  Ltd,  52 
South  Street,  Dorchester,  Dorset). 
Janine  Manley,  (Guy  &  Holloway,  289 
Shirley  Road,  Shirley,  Southampton). 
Mollie  McWilliam,  (Haynes  Chemist,  23 
High  Street,  Ryde,  Isle  pf  Wight). 
Mrs  Gwyneth  M.  Pelham,  (Savory  # 
Moore  Ltd,  Romany  Road,  West 
Durring,  Worthing,  Sussex). 
Gay  Reeves,  (T.  W.  Misson  Ltd,  137 
Albert  Road,  Southsea,  Hants). 
Frances  Tull,  (Wessex  Pharmacies  Ltd, 
172  Northam  Road,  Southampton). 
Gillian  M.  Watson,  (Mills  &  Mills,  390 
Bitterne  Road,  Southampton,  Hants). 
Regional  final  at  The  Wessex  Hotel, 
Winchester,  on  Wednesday,  October  20. 
Organised  by  Herbert  Ferryman  Ltd. 


Prize  winners 


The  Rowenta  Gold  Filter  coffee  maker 
has  gone  to  E-  Margerrison  &  Co,  9  The 
Parade,  Donnington,  Telford,  Salop. 
This  draw  was  for  pharmacies  entering 
two  or  more  contestants. 

The  following  is  a  list  of  the  winners  of 
the  lucky  draw  for  12  Sanyo  radio-cassette 
recorders  open  to  all  entrants: 
Mrs  J.  Payne  (Castle  Pharmacy, 
Hinckley,  Leics);  Miss  M.  Perkins, 
(Meadowell  Ltd,  Reading,  Berks);  Miss  P. 
Hirst,  (Norman  Best  Ltd,  Saltaire, 
Shipley,  W.  Yorks);  Mrs  E.  Winn,  (A. 
Wilson  Ltd,  Monkseaton,  Tyne  &  Wear); 
Mrs  J.  Stewart,  (R.  W.  F.  Wilson, 
Inverness,  Invernesshire);  Mrs  M. 
Jackson,  (T.  B.  Leach  [Chemist],  Carlisle, 
Cumbria);  Miss  A.  Dixon,  (W.  Jamieson 
[Chemist]  Ltd,  Pitsmoor,  Sheffield  4); 
Mrs  K.  Cullen,  (Kelly's  [Chemist]  Belfast; 
Miss  J.  Collins,  (E.  S.  Davis  [Chemists] 
Ltd,  Gloucester;  Mrs  J.  Langhorn, 
(Tudor  Pharmacy,  Purley,  Surrey);  Miss 
L.  M.  Scholey,  (A.  C.  Woods  MPS, 
Ivybridge,  South  Devon);  Miss  L.  Swan, 
(J.  D.  Hollins,  Great  Sutton,  South 
Wirral).  ■ 
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POINTS  OF  LAW 


Unfair  treatment  at  the 
hands  of  the  Government? 

Many  businessmen  are  in  contact  with  one  arm  of 
Government  or  another  on  a  more  or  less  constant 
basis.  Income  or  corporation  tax  has  to  be  paid,  there  is 
VAT  to  be  dealt  with  and  the  Department  of  Trade  or 
the  Department  of  Industry  are  often  involved  in 
business  matters. 

Although  there  may  be  dislike  of  some  of  the  laws 
that  have  been  passed  by  Parliament,  there  is  not  much 
that  can  be  done  about  these  other  than  through  the 
ballot  box. 


However,  representations  can  be  made 
through  your  trade  or  business  association 
where  you  feel  that  the  law  is  bearing 
particularly  hard  upon  you  and  your 
business.  Representations  from  trade 
associations  or  industrial  organisations 
are  listened  to,  and  can  often  lead  to 
changes  in  the  law. 

In  addition,  there  are  channels  if  you 
feel  that  the  law  has  been  wrongly 
administered  in  your  particular  case,  or 
you  feel  that  you  have  suffered  through 
delays  or  maladministration  on  the  part  of 
a  government  department. 

For  example,  you  may  feel  that 
inspectors  employed  by  the  Customs  and 
Excise  have  acted  badly  in  making  an 
investigation  of  your  VAT  position,  or  the 
Inland  Revenue  might  have  delayed  for 
months  in  dealing  with  a  complaint  from 
you.  What  can  you  do  in  these  cases? 

First,  of  course,  you  should  take  the 
matter  up  with  the  department  concerned. 
You  should  do  this  in  writing  and  keep 
copies  of  letters  you  have  written  and  any 


replies  that  you  have  received. 

If  you  obtain  no  satisfaction,  then  the 
next  step  is  to  raise  the  issue  with  your 
MP.  You  might  do  this  by  interview  when 
he  is  visiting  the  constituency,  or  you  can 
write  to  him  at  the  House  of  Commons.  If 
he  feels  your  complaint  is  valid,  he  will 
take  the  matter  up  with  the  Minister 
concerned  —  and  you  can  rest  assured 
that  a  letter  from  your  MP  will  get  priority 
treatment. 

If  a  satisfactory  resolution  of  your 
complaint  does  not  occur,  then  you  have 
one  further  remedy.  You  can  ask  your  MP 
to  raise  the  whole  case  with  the 
Parliamentary  Commissioner  for 
Administration  (often  called  the 
Ombudsman).  You  must  do  this  through 
your  MP  since  the  Ombudsman  cannot 
deal  directly  with  you.  This  official  has 
the  power  to  make  a  full  investigation,  call 
for  the  files  and  then  make  a  report.  This 
is  where  all  correspondence  relating  to 
your  case  is  important  as  the  Ombudsman 
will  need  to  look  at  all  sides  of  the  story. 


If  the  Ombudsman  finds  your  story  to 
be  true  and  feels  that  you  have  suffered  an 
injustice  he  will  say  so  in  his  report. 
Although  there  is  no  obligation  on  the 
part  of  the  department  concerned  to  put 
right  the  injustice,  it  has  become  the 
practice  of  Government  departments  so  to 
do.  It  may  require  the  taking  of  action 
within  that  department  or  even  the 
payment  of  compensation  to  the 
individual  who  has  suffered  as  a  result  of 
maladministration  or  delay. 

It  is  worthwhile  knowing  that  as  a 
backstop  you  have  the  Ombudsman  to 
call  upon  when  all  else  has  failed. 


Two  bank  accounts 


Many  businesses  run  both  a  current  and 
deposit  account  with  their  banks.  This  is  a 
wise  thing  to  do,  especially  where  the  cash 
flow  of  the  business  is  uneven.  It  means 
that  when  cash  is  in  that  is  surplus  to 
immediate  requirements  it  can  be  placed 
on  deposit  where,  unlike  a  current 
account,  interest  can  be  earned.  However, 
holding  two  accounts  can  give  rise  to 
misunderstandings  when  a  business  may 
be  in  temporary  cash  difficulties. 

If  your  bank  manager  has  given  you 
overdraft  facilities  on  your  current 
account  and  after  being  pressed  to  clear  it, 
you  find  you  cannot  do  so,  the  bank  has 
the  power  to  transfer  money  from  your 
deposit  to  your  current  account  to  meet 
the  amounts  outstanding.  It  has  been 
decided  in  the  courts  that  this  can  be 
done,  even  without  your  authority. 

The  only  limitation  to  the  bank's  right 
to  do  this  is  where  the  overdraft  has  been 
given  to  you  for  a  fixed  period  of  time.  If 
the  bank  does  not  reserve  the  right  to 
withdraw  the  overdraft  facilities  at  any 
time,  then  it  cannot  transfer  money 
until  it's  time  limit  has  expired. 

Continued  on  p246 
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Don't  you  think  his  skin  deserves 
a  little  protection? 


L-A  v 


One  antiseptic  healing  cream  gives  the  elderly  and  immobile  all 
the  protection  they  need.  It's  Sudocrem. 
Specially  made  to  soothe  sore  skin. 
Recommend  it  for  pressure  sores,  knowing  that  many 
doctors  and  health  visitors  do  the  same.  Display  it,  know- 
ing it  leads  to  high  demand  -  and  even  higher'profits. 
Make  sure  you  keep  Sudocrem  in  stock.  To  give  your 
customers  the  protection  they  deserve. 

SOOTHES  SORE  SKIN 

Distributors  for  Great  Britain 

David  Anthony  Pharmaceuticals  Limited 

59  Crosby  Road  North,  Liverpool  L22  4QD 


Sudocrern 


4N«8KPTIC  HEALING  C&>* 

o^j^JJsWftflaah,  Bed  Sofw.  £a*m*J^vW™ 


244 


Chemist  &  Druggist  7  A  ugust  1982 


A  clear  case 
forhygiene. 

Soothers  need  to  be  clean  and  they  need  to  be 
convenient.  Griptight  have  recognised  this  need 
and  introduced  a  brand  new  product  called  the 
Clean  &  Carry  Capsule. 

It's  so  easy  for  mums  to  tuck  away  in  a  hand- 
bag or  glove  compartment  or  anywhere  in  the  home. 

And  it  comes  complete  with  two  Binky  Special 
Soothers  or  it  can  be  used  with  any  of  the  other 
Griptight  Soothers. 

As  Number  One  in  the  soother  market,  Griptight 


offers  the  widest  range.  One-piece  pure  rubber 
soothers.  Soothers  to  help  palate  development,  safety 
soothers,  rattle  soothers  and  Binky  soothers,  all  with 
the  unique  Flexi-Ring  miracle  hinge. 

Together  with  the  new  Clean  &  Carry  Capsule, 
it's  clear  to  see  Griptight  cover  everything. 

Full  colour  consumer  advertising  is  telling 
mothers  all  about  it,  so  make  sure  you're  ready  for 
the  demand. 

Contact  your  usual  wholesaler. 


FLEXI-RING  SAFETY  FLEXI-RING  RATTLE 
SOOTHER  SOOTHER 


by  Griptight 


Lewis  Woolf  Griptight  Limited,  144  Oakfield  Road,  BIRMINGHAM  B29  7EE. 
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Points  of  Law 


Two  bank  accounts 


Continued  from  p244 

If  you  have  lodged  with  the  bank  any 
other  property  (eg  the  deeds  of  your 
house,  shares  or  jewellery  for  safekeeping) 
the  bank  has  no  powers  to  touch  these  to 
meet  a  debt  to  itself  unless  you  have 
specifically  pledged  these  to  the  bank  as 
security.  With  your  deposit  account, 
however,  it  is  another  matter. 


Dishonest  employees 


There  are  two  crucial  periods  for  you 
when  the  dishonesty  or  suspected 
dishonesty  of  an  employee  assumes  great 


importance:  First,  when  you  are  on  the 
point  of  offering  employment  to  an 
individual  and  secondly  if  you  are 
considering  dismissing  someone  because 
of  dishonesty. 

Let  us  assume  that  you  are  considering 
taking  on  a  person  in  your  business  and 
you  ask  whether  he  has  ever  had  a 
criminal  conviction.  You  might  need  to 
know  this  since  his  job  might  involve  the 
handling  of  money  or  because  your 
insurance  company  has  a  condition  in  its 
policy  requiring  you  not  to  employ  a 
person  with  a  criminal  record. 

Now  in  some  circumstances,  it  is  quite 
legal  and  legitimate  for  such  a  person  to 
answer  "no"  even  though  he  has  been 
inside  prison  for  an  offence  such  as  theft. 

This  is  because  he  has  in  law  what  is 
known  as  a  "spent  conviction".  That  is  to 
say,  if  he  has  been  sentenced  to  not  more 


than  two  and  a  half  years  imprisonment 
he  will  be  considered  to  be  rehabilitated 
after  a  certain  period  of  time.  (If  for 
example,  he  received  six  months  or  less 
jail  sentence,  then  the  conviction  need  not 
be  mentioned  seven  years  after  he  finishes 
his  term  of  imprisonment;  if  he  was 
sentenced  to  a  term  of  between  six  months 
and  two  and  a  half  years,  then  after  ten 
years  out  of  prison  his  conviction  is 
"spent"). 

For  most  purposes  the  conviction  will, 
after  the  requisite  period,  be  treated  as  if 
it  never  happened.  The  person  concerned 
need  therefore  not  mention  when  applying 
for  a  job  that  he  has  had  a  conviction.  If 
in  these  circumstances  you  take  someone 
into  your  employment  and  find  out 
through  other  means  that  he  had  a 
conviction,  then  if  you  sack  him  for  this 
reason,  you  will  be  found  to  have 
dismissed  him  unfairly  if  his  conviction 
was  "spent"  at  the  time  you  took  him  on. 

Now  let  us  look  at  another 
circumstance.  You  have  been  worried 
about  the  disappearance  of  money  or 
goods  from  your  business.  You  are  pretty 
certain  in  your  own  mind  that  it  is  all  the 
work  of  one  particular  employee  but  there 
is  just  not  sufficient  evidence  to  bring 
home  a  case  in  the  courts.  What  happens 
if  you  dismiss  that  individual  and  he  takes 
you  to  an  industrial  tribunal  for  unfair 
dismissal?  There  have  been  such  cases  and 
the  law  now  seems  to  be  that  if  you  had 
good  reasons  for  your  suspicions,  that 
you  made  reasonable  inquiries  and  went 
into  the  matter  thoroughly  including 
hearing  the  individual  concerned  on  the 
issue  and  were  still  then  satisfied  of  the 
employee's  dishonesty  —  then  the 
tribunal  would  most  likely  conclude  that 
you  had  dismissed  fairly. 

The  important  point  to  note  about  this 
is  that  you  should  not  act  on  the  spur  of 
the  moment  and  that  you  must  ensure  that 
you  do  have  some  grounds  fcr  your 
suspicions.  This  is  the  only  v  ay  that  you 
can  protect  yourself.  ■ 

Contributed  by  a  barrister 


Jtefe^^        Two  new  pack  sizes 

now  available: 

Migraleve  Pink  24s 
W       (24  Pink  Tablets  only) 

^^^^  Migraleve  Yellow  24s 

(24  Yellow  Tablets  only) 

4PPBP^^  More  than  70%  of  MIGRALEVE 

^P^^  prescriptions  can  be  fulfilled  with 

multiples  of  24  tablets,  so  it  is  only  right 
that,  in  addition  to  the  Duo  24  (1 6  Pink  + 
8  yellow)  the  Pink  and  Yellow  tablets 
separately  should  also  be  available  in 
24s  packs. 

When? 

Stocks  of  the  new  packs  are  available 
NOW  either  direct  from  us  or  from  your 
usual  wholesaler. 

Prices  and  Margins 

Prices  of  the  new  packs  -  giving  you 
331/s%  return  -  are  as  follows;  Pink  24s: 
Trade  £1 .971 0  each.  Retail  (incl.  VAT) 
£3.40.  Yellow  24s:  Trade  £1 .71 59  each. 
Retail  (inch  VAT)  £2.96. 

Remember 

M IGRALEVE  is  the  only  migraine 
treatment  you  can  recommend  and  sell 
over  the  counter. 

Migraleve  24 

The  Number  One  Migraine  Treatment 


ORDER  NOW  FROM  YOUR  USUAL  WHOLESALER,  OR  DIRECT  FROM 

International  Laboratories  Ltd.,  Wilsom  Road, 
Alton,  Hants.  GU34  2TJ.  Telephone  Alton  881  74 


Mr  and  Mrs  P.  Jones,  both  pharmacists 
from  the  Isle  of  Wight,  were  the 
winners  of  Robinsons  of  Chesterfield's 
recent  'lucky  dip' cotton  wool 
competition.  They  are  shown  here 
receiving  their  tickets  for  a  weekend  in 
Paris  plus  a  night  out  at  the  Lido  and  a 
trip  to  Versailles,  from  Debbie  Marquis 
of  Marketing  Events  at  the  Savoy  Hotel 
in  London 
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Haemorrhoids  and  anal  irritation  are 
painful  and  depressing.  A  problem  that 
many  of  your  customers  wouldn't  want  to 
discuss,  even  with  their  Pharmacist. 

So  by  placing  AnusolCream,  Ointment, 
Suppositories,  and  the  New  Anusol  Wipes, 
in  your  self-selection  area  you'll  be  giving 
your  customers  a  special  kind  of  help  with 
their  problem. 

And  as  they  help  themselves  to  Anusol  it 
will  be  helping  you  to  sales  success. 


BOW  TQ  [  ASt  4  COMMON  PK0BL£f»< 


Please  take  a  leaflet 

anusol 

relieves  the  discomfort  of  haemorrhoids 
and  anal  irritation 


1 1 1 

w  #  mm 


"s^ues  the, 


WARNER 

part  of  Warner-Lambert  Group 

good  products  for 
you  and  your  customers 

ANUSOL  TECHNICAL  INFORMATION 
Active  Ingredients 

ANUSOL  Cream  contains:  Bismuth  Oxide,  Balsam 

Peru  BPC,  Zinc  Oxide  PhEur. 

ANUSOL  Ointment  and  Suppositories  contains: 

Bismuth  Subgallate  BP  in  addition  to  the  above 

Indications 

ANUSOL  preparations  are  indicated  for  the 
symptomatic  relief  of  internal  and  external 


haemorrhoids  and  other  minor  anal/rectal  conditions 
Contra-lndications,  Warnings  etc. 

Rarely,  sensitivity  reactions  Patients  may  occasionally 
experience  transient  burning  on  application,  especially 
if  the  anoderm  is  not  intact,  ANUSOL  is  contra-indicated 
in  patients  with  a  history  of  sensitivity  to  any  of  the 
constituents 

Further  information  and  data  sheets  are  available 
on  request. 


•Trade  mark. 

Product  Licence  Holder 

William  R  Warner  and  Company  Limited, 
Usk  Road,  Pontypool,  Gwent,  NP4  OYH. 

WARNER 
LAMBERT 


HONE  BREWS 


Out  of  the  cottage  into 
the  High  Street  multiple? 

The  market  is  growing  at  a  rate  of  20  per  cent  annually 
and  is  expected  to  reach  £60m  at  srp  by  the  New  Year. 
One  wholesaler  describes  it  as  a  "sleepy  old  industry 
that  has  become  professional .  .  .  with  those  that 
haven't  losing  ground."  So,  where  does  the  chemist 
stand  in  the  rush  of  larged  mixed  retailers,  and  others, 
eager  to  encourage  their  customers  to  change  water  into 
wine  or  beer,  in  this  effervescent  market  place. 


The  level  of  interest  shown  by  a  variety  of 
retailers  in  a  £50m  home  brew  market  split 
into  sales  of  beer  £18m,  wine  £20m  and 
equipment  £12m  at  the  start  of  1982,  has 
never  been  higher.  And  with  the  entry  of 
Tom  Caxton  "caraffed"  grape  juice 
concentrates  this  month  (see  p250), 
Unican's  revamp  and  promotion  of  their 
beer  kits  and  the  new  Brewmaker  grape 
juice  concentrates,  opportunities  abound 
for  the  consumer  and  retailer  alike. 
However,  as  in  any  market,  while  all 
retailers  are  equal  some  retailers  are  more 
equal  than  others. 

The  chemist's  share  of  the  market 
stands  at  somewhere  between  3  and  10  per 
cent  in  a  market  dominated  by  Boots  and 
Woolworth  (50  and  20  per  cent).  Home 
brew  specialists  are  left  with  6  to  8  per  cent 
and  the  others  10  per  Cent. 

Indeed,  the  line  of  large  mixed 
retailers  presently  tasting  or  quaffing  the 
waters  is  very  impressive  indeed.  It  ranges 
from  Asda,  J.  Sainsbury  and  Tesco  to 
DIY  multiples  such  as  B&Q,  Dodge  City 
and  Marley.  Will  the  activity  of  the 
manufacturers  and  these  newcomers 
expand  the  market  sufficiently  to  protect 
the  percentage  shares  of  the  minnows?  Or 
will  their  sterling  share  be  eroded  in  real 
terms? 


A  variable  equation 


There  are  many  variables  in  the  equation 
and  as  many  opinions.  A  spokesman  for 
Woolworth  thinks  the  market  will  not 
expand  quickly  enough  to  accommodate 
the  new  entrants  —  with  some  loss  of 
share  experienced  by  chemists,  Boots,  the 
home  brew  specialists  and  themselves.  On 
the  other  hand  the  managing  director  of 
Southampton  Homebrews,  Mr  Colin 
Sanders  believes  such  activity  will  only 
increase  the  numbers  of  consumers  who 
will  need  to  recourse  to  "knowledgeable" 
specialists  (including  chemists)  for  advice. 
These  newcomers  will  also  require 
extended  ranges  of  equipment,  kits  and 


raw  materials  as  their  interest  increases. 
This  is  an  opportunity  to  either  captivate 
such  customers  with  charm  and  informal 
comment,  seduce  them  with  the  odd 
special  offer  or  indulge  in  a  bit  of  both.  A 
"professional"  retailer  is  not  likely  to 
forego  such  an  opportunity.  So,  does  the 
average  chemist  stockist  fall  in  to  this 
category? 


Lost  ground 


The  average  chemist  has  lost  ground  in  the 
last  three  to  four  years  from  a  high  of 
around  20  per  cent  of  the  market  to  his 
present  lowly  position,  somewhere  below 
ten  per  cent.  Has  he  been  guilty  of  a  lack 
of  aggression  in  what,  as  Richard 


Cutcliffe  of  Southampton  Homebrews 
said  until  recently  was  "a  sleepy  old 
industry?"  Possibly  so,  but  the  level  of 
activity  in  home  brewing  suggests  there  is 
still  time  for  present  chemist  stockists  to 
consolidate,  even  expand  their  share,  and 
for  others  to  enter  the  market  and  make 
their  presence  felt.  James  Davies,  product 
executive  on  Tom  Caxton  at  Colman's 
says  the  home  brew  market  "has  come  of 
age"  and  that  enthusiastic  chemists  in  the 
right  setting,  who  first  build  a  reputation 
based  on  choice,  service,  convenience  and 
good  advice  will  then  benefit  from  the 
growth  of  the  market. 


Selective  promotions 


But,  says  Colin  Sanders,  he  must  invest  at 
least  £500  in  stock,  feature  the  well  known 
brands  within  a  comprehensive  range, 
display  it  on  a  four-foot  frontage  (about 
20  linear  feet),  and  have  another  staff 
member  trained  to  sell,  apart  from 
himself.  With  sensible  and  selective 
promotion,  turnover  should  be  around 
£120-£150  per  week  with  an  average  gross 
profit  of  up  to  30  per  cent. 

The  fact  remains  that  as  the  quality  of 
both  the  ingredients  and  on-pack 
instructions  of  wine  and  beer  kits 
improve,  together  with  packaging, 
presentation  and  promotional  ploys,  the 
independent  chemist  will  have  to  polish 
his  "professional"  image  and  "come  of 
age" too. 


Tom  Caxton  are 
entering  the  £19m 
grape  juice 
concentrate 
market  in  the 
Autumn  with  the 
launch  of  their 
own  brand  in 
these  distinctive 
carafes  (£2.95).  A 
television 
campaign  in 
selected  regions 
will  back  the  three 
styles  —  red,  rose 
and  medium  white 
(see  also  opposite 
andp250) 
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HONE  BREWS 


A  company  view  of  the  market 
starting  with  Woolworth... 


A  spokesman  for  the  company  concurred 
with  the  trade  consensus  of  a  £50m 
market  (split  £m  18/20/12  between  beer, 
wine  and  equipment),  growing  at  20  per 
cent  per  annum.  He  put  their  share  at  20 
per  cent.  Asked  if  he  would  comment  on 
trade  suggestions  that  Woolworth's 
market  share  was  diminishing,  he  said: 
"We  had  an  excellent  year  in  1981 .  There 
is  no  way  our  market  share  is  slipping." 

"Our  policy  is  to  offer  a 
comprehensive  range  including  the  best 
brands  supported  by  own  label  (Festival 
and  Calendar  wines  and  Double  Barrel 
beers).  We  feel  the  customer  is  entitled  to 
a  complete  service  and  should  not  need  to 
go  anywhere  else." 

Woolworth  are  planning  to  extend  the 
range  of  equipment  stocked  in  all  their 
stores.  It  is  their  policy  to  have  home  brew 
available  in  all  outlets  although  some  local 
situations  might  preclude  this.  The 


spokesman  told  C&D:  "It  is  not  our 
policy  to  create  a  price  war  but  you  have 
to  make  sure  you  don't  get  out  of  line  with 
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other  prices  in  the  High  Street.  He 
believes  the  advent  of  supermarkets  etc 
will  affect  everyone  but  asks:  "Are  they 
equipped  to  do  the  job?" 


...Tom  Caxton 
move  into  wine... 

Tom  Caxton  enjoyed  a  40  per  cent  growth 
in  sales  of  their  beer  kits  last  year,  taking  a 
20  per  cent  slice  of  the  market,  equivalent 
to  over  45.5  million  pints.  Sales  are 
dominated  by  the  40-pint  kits  of  bitter  and 
lager  (55  per  cent  increase  by  volume). 
However,  the  30-pints  kits  of  stronger  ales 
such  as  Gravity  45,  special  lager  and  the 
new  IPA  —  appealing  perhaps  to  the 
"pseudo-connoisseur"  —  grew  141  per 
cent  by  volume  to  take  13  per  cent  of  TC 
sales. 

The  8-pint  kits  have  a  significance  to 
the  brand  far  in  excess  of  their  sales  as  a 
sample  purchase  or  promotional  device. 


The  kits  carry  a  permanent  20p-off-next- 
purchase  coupon  and  feature  in  the 
"Introduce  a  friend  campaign".  This  is 
expected  to  attract  20,000  new  brewers 
and  redemptions  are  running  above 
target. 

Autumn  launch 

Advertising  this  year  is  funded  by 
£600,000  and  started  with  a  colour  Press 
campaign  in  May.  There  will  be  television 
backing  of  the  new  wine  concentrates  (see 
p250)  on  Channel  4  in  London,  Southern 
and  East  Anglia  regions  in  November.  A 
spokesman  says  it  is  company  policy  not 
to  play  the  "facings  game"  but  to  keep 
the  range  streamlined. 


...while  Unican 
boost  beer... 

"Unican  are  stronger  in  wine  than  in  beer 
but  we  intend  to  put  that  right  this  year," 
says  deputy  managing  director  Keith 
Hockings.  Last  year  sales  increased  by  65 
per  cent,  so  if  they  do  "put  that  right" 
then  the  market  will  indeed  be  "shaken 
up".  Unican  say  they  have  30  per  cent  of 
the  wine  market  at  present,  excluding 
Boots  own  label,  and  may  have  the 
leading  single  brand  overall  in  Unican 
three-week  white  wine. 

Unican  make  no  apology  for  their 
policy  of  encouraging  keen  prices  in 
limited  offers  in  the  two  major  retailers  in 
the  market.  They  point  out  that  the 
smaller  retailer  can  bulk  buy  their 
products  advantageously  through  home 
brew  wholesalers  and  special  offers  are 
available  periodically.  Unican  spent 
£200,000  last  year  with  a  limited  television 
campaign  in  Harlech,  this  year  the  figure 
is  £500,000.  Television  support  for  the 
Unican  range  in  the  Southern  half  of  the 
country  broke  in  July  and  they  plan  their 
biggest  ever  promotion  for  their  beer 
range  in  the  autumn. 

Keith  Hockings  says  Unican  are  not 
particularly  strong  retailers  among  home 
brew  specialists  where  independent  labels 
tend  to  be  stronger  because  they  are  "not 
found  in  the  multiples".  On  the  whole, 
industry  was  trying  to  get  away  from 
"deep  price  cuts".  However,  there  would 
be  times  when  the  smaller  retailer  could 
not  be  competitive  when  the  multiples 
have  short  term  promotions" 

As  for  the  advent  of  hardware  stores, 
supermarkets,  hypermarkets,  DIY  and 
High  Street  multiples,  Keith  Hockings' 
hope  is  that  this  will  lead  to  expansion  of 
the  market."  Which  is  the  way  it  seems  to 
have  gone,"  he  says. 


SPECIAL  EXPORT 
BITTER 

the  choice  of  the 
first  class  homebrewer 


Edme  Limited 
Mistley  Manningtree  Essex  C011  1HG 


SPECIAL  EXPORT 
LAGER 

the  choice  of  the 
first  class  homebrewer 


TRADITIONAL 
IRISH  STOUT 

the  choice  of  the 
first  class  homebrewer 
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...A  wholesaler  looks 
at  the  market... 

Southampton  Homebrews  claim  to  be  the 
largest  home  brew  wholesaler  and  reached 
that  position  in  just  over  a  decade. 
Managing  director,  Colin  Sanders  started 
off  with  a  single  specialist  shop  because  he 
could  not  get  the  ingredients  or  service  he 
required  as  a  home  brewer  locally.  So  the 
success  he  has  had,  first  of  all  as  retailer 
then  as  wholesaler  parallels  the  rise  in 
importance  of  the  home  brew  trade. 

The  company  still  supplies  many 
specialist  shops  and  independent  chemists 
but  now  see  greater  potential  for  growth 
in  the  newcomers  —  the  large  mixed 
retailer  —  than  in  the  chemist,  with  the 
exception  of  the  multiples.  Mr  Sanders 
told  C&D  his  company  supplies  an 
increasing  number  of  chemists:  "We  are 
fortunate  to  supply  the  majority  of 
supermarkets,  including  Asda, 
Sainsburys,  Fine  Fare,  Savacentre, 
Hillards  and  Tesco  etc  as  well  as  a  number 


A  trade  comment 

"The  percentage  of  total  sales  of  home 
wine  and  beer  products  sold  through 
independent  pharmacies  remains  very 
low,  possibly  no  more  than  5-7  per 
cent.  This  is  occasioned  by  self- 
imposed  limitations:  stocking  space, 
pre-occupation  with  dispensing,  sales 
of  cosmetics  and  other  profitable 
products  and,  not  least  of  all,  by  the 
amount  of  time  required  to  deal 
adequately  with  the  multitude  of  home 
brew  problems." 


of  DIY  multiples  including  B&Q,  Dodge 
City,  Marley  and  so  on". 

Mr  Sanders  thought  the  whole  market 
would  grow  with  Boots  and  Woolworth 
doing  well  but  perhaps  losing  some  of 
their  share  to  the  new  entrants  who  have 
16  per  cent  at  present,  he  thinks. 

He  blames  Woolworth  for  instigating 
the  cut-price  competition  but  says  that 
selling  in  quantity  is  not  just  a  case  of 
"pile  high  and  sell  cheap"  because,  in  the 
case  of  home  brew,  it  just  doesn't  work. 
Hence  the  sale  of  a  comprehensive  range 


Tom  Caxton  add  wine  to  their 
cellar  in  £0.6m  market  boost 


Tom  Caxton  are  entering  the  £  19m  grape 
concentrate  market  this  autumn  with  the 
launch  of  their  own  brand  in  three  styles 
at  £2.95  —  red,  rose  and  medium  dry 
white  —  bottled  in  distinctive  carafes 
which  can  be  used  for  serving  the  home- 
made wine  (see  also  p248). 

The  concentrate  is  made  with  pure 
grape  juice  from  premier  vineyards  in 
Northern  Italy  and  the  South  of  France. 
Only  the  minimum  permitted  preservative 
has  been  added,  say  the  company. 

Their  research  has  shown  that 
winemaking  as  a  hobby  is  growing  even 
faster  than  beermaking  —  35  per  cent  up 
in  1981  alone.  However  the  market  is 
fragmented  and  divided  between  normal 
concentrates  (60  per  cent)  and  express  or 
fast  concentrates  (40  per  cent).  Because  of 
the  high  quality  of  the  concentrate,  the 
wine  can  be  made  using  either  normal  or 
express  methods  depending  on  the 
experience  and  requirements  of  the  user. 

Tom  Caxton  are  putting  £600,000 
behind  the  launch  with  a  major 
advertising  campaign  starting  in  October. 
Television  advertising  is  planned  for  the 
new  Channel  4  in  London,  the  South  and 


East  Anglia  in  November  to  lead  up  to 
Christmas.  During  October  there  will  be  a 
substantial  national  colour  Press 
campaign.  The  aim  is  to  build  the  brand 
as  "the  authority,  market  builder,  and 
leader  for  home-made  beers  and  wines" . 

Beer  to  wine  switch 

Because  46  per  cent  of  current  beer- 
brewers  also  make  wine,  leaflets  about  the 
concentrate  will  be  enclosed  in  the  beer 
kits  as  well  as  coupons  offering  30p  off  a 
carafe  of  the  concentrate.  Wholesale 
customers  will  be  offered  £1  off  a  case  of 
grape  juice  with  the  purchase  of  a  case  of 
beer  kits  for  a  limited  period. 

In-store  leaflets  are  available  as  well  as 
a  wire  floor  stand  for  first-time  pharmacy 
stockists.  There  is  a  choice  of  header  cards 
to  announce  either  the  wine  launch  or  just 
the  beer  kits.  The  company  has  just 
produced  a  home  brew  guide  (C&D  July 
31,  p210)  and  continues  to  offer  advice  to 
consumers  and  retailers  alike  on  its 
"Helpline",  telephone 0603-619950. 
Col  mans  of  Norwich,  Carrow,  Norwich 
NR1  2DD. 


Part  of  the  Tom  Caxton 
Autumn  range  which  has 
been  boosted  by  the 
addition  of  the  "caraffed" 
wine  concentrates  (£2.95). 
Tom  Caxton  first  entered 
the  home  brew  market 
with  beer  kits  in  1971  and 
have  to  date  always 
backed  their  products  with 
a  significant  advertising 
spend. 


of  home  brew  stock  by  Southampton 
Homebrews  to  supermarkets.  "To 
maintain  a  viable  slice  of  the  market 
supermarkets  have  to  have  a  selection  of 
home  brew  stock  on  a  proper  section. 
Delivery  direct  to  store  can  only  be  made 
by  a  wholesaler." 

...the  last  word 

Another  company  with  a  distinctive  policy 
is  Southern  Vinyards  Ltd  of  Hove  who  do 
not  supply  the  High  Street  multiples  but: 
"Support  the  smaller  independent  retailer 


either  by  direct  account  or  through  a 
range  of  highly  efficient  wholesalers." 
They  produce  blends  of  wine  concentrates 
and  develop  equipment.  However,  their 
products  are  finding  their  way  into 
businesses  seeking  to  diversify  through  the 
wholesale  network  such  as  hardware  and 
garden  produce  stores. 

Managing  director  Neville  Instone 
believes  the  independent  retailer  can 
always  have  the  edge  in  a  trade  that,  by  its 
very  nature,  demands  personal  attention 
advice  etc.  .  ."  The  multiples  are  only 
interested  in  sales,"  he  says. 
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Specialist  malt 
lines  from  Edme 

Edme  have  supplied  specialised  malt  lines 
to  the  commercial  brewer  for  over  a 
century  and  a  selection  of  these  to  the 
home  retailer  for  a  shorter  period.  They 
say  their  beer  kits  hold  the  number  five 
spot  behind  John  Bull,  Tom  Caxton, 
Unican  and  Geordie  (if  Boots  own  brand 
is  excluded). 

The  range  was  extended  with  a  40-pint 


best  mild  kit  (£2.25)  in  June.  The  range  is 
supported  in  trade  magazines  and  by 


Edme  brewing  notes.  The  notes  include 
special  recipes  and  a  log  for  the  consumer 
to  keep  track  of  a  particular  brew. 
Available  (£0. 15)  from  Edme  Ltd, 
Mist  ley,  Manningtree,  Essex  CO  11  1HG. 

Unican  back  beer 
and  wine  with  iVim 

Unican's  advertising  for  their  wine  and 
beer  kits  is  backed  this  year  by  £500,000 
and  includes  the  current  television 
campaign  promoting  Special  Reserve 
Wines  in  London,  Midlands  and  Southern 
regions  and  features  a  zany  French  wine 
expert.  The  company  is  to  back  its  June 
relaunch  of  the  beer  kits  with  a  major  on- 
pack  promotion  in  the  autumn. 

In  an  attempt  to  cultivate  the  more 
specialised  home  brew  retailers  Unican  are 
mailing  500-600  companies  regularly.  The 
literature  sent  includes  trade  plans,  POS 
material  and  promotional  details.  Unican 
now  run  an  action  line  for  retailers  whose 
customers  may  have  a  technical  problem. 
They  also  hire  a  video  cassette  entitled 
"Standing  on  your  head"  for  use  at  wine 
tastings,  for  example  —  where  they  will 
also  supply  the  wine.  Deputy  managing 
director,  Keith  Hockings  told  C&D: 
"This  service  has  had  a  terrific  response. 
So  far,  no  negatives!"  Unican  Foods  Ltd, 
Unican  House,  Central  Trading  Estate, 
Bath  Road,  Bristol  BS4  3EH. 


Special  Reserve,  now  in  its  second  year,  is 
"on  TV"  in  the  Southern  half  of  England. 


All-round  service 


Another  firm  which  wholesales,  imports 
and  exports  home-made  wine  equipment 
and  ingredients  are  Leigh-Williams  & 
Sons.  They  market  goods  under  the  Vinty, 
Vinotex  and  Grey  Owl  trade  names  to 
pharmacies,  health  food,  home  brew  and 
DIY  shops.  Leigh-Williams  &  Sons, 
Tattenhall,  Nr  Chester  CH3  9PT. 


CHOICE 


All  the  ingredients  you  need  for  a  profitable  home  wine  section,  from  CWE 


Three  brands,  some  selected  additives 
and  a  single  source  of  supply,  means 
that  you  can  have  a  home  wine- 
making  section  with  the  kind  of 
trouble-free  profits  you're  always 
glad  to  see. 

CWE  produces  Classic  for  the  big 
growth,  fast-fermenting  market; 
Cellar  21  as  a  three  week,  complete 
wine  kit;  and  Connoisseur's  Choice 


for  the  very  best  in  home  wine. 
There's  even  a  CWE  Home  Winery 
— the  all-in-one  starter  pack  for  the 
first  time  home  winemaker. 

Your  wholesaler  already  stocks  CWE 
products  (there  are  actually  54  home 
wine  concentrates  alone)  so  your  new 
home  wine  section  is  only  a  telephone 
call  away.  Contact  him  today! 


Continental  Wine  Experts  Limited 

The  Winery  Cawston  Norwich  NR10  4BQ 
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SHB  wine  kits  for 
independents 

Southampton  Homebrews  launched  two 
ranges  of  wine  concentrates  under  the 
Brewmaker  label  and  a  Scottish  "heavy" 
beer  in  June  (C&D  July  3,  p8).  The  100 
per  cent  grape  juice  concentrates  are 
imported  already  canned  from  Spain's  La 
Mancha  grape  growing  area. 

The  premium  priced  Brewmaker 
House  wine  is  available  as  either  white, 
rose  or  red  to  sell  at  around  £1 .75.  The 
complete  Home  Wine  Kits  sell  at  £2.59 
and  include  yeast,  finings  and  Campden 
tablets  under  a  transparent  cap,  which 
displays  a  contents  list  and  details  of  the 
equipment  required  to  produce  the  wines 
—  the  types  include  a  full-bodied  red, 
medium  red,  medium  white  and  a  sweet 
white.  Both  brands  are  four  to  five  week 
wines. 

The  company  does  not  intend  to 
market  these  brands  in  major  multiple 
pharmacy  groups  or  the  major  multiple 
High  Street  stockist. 


BEER  Bp  A  PINT? 

WINE  45p  A  BOTTLE? 

YES  -  IF  YOU  MAKE  YOUR  OWN' 

WE  HAVE  AN  EXTENSIVE  RANGE 
OF  BEER  AND  WINE.'/IAKING  KITS 
AND  EQUIPMENT! 


WE  STOCK  BREWMAKER  PRODUCTS 


YOU'LL  BE  SUPRISED  AT  THE  QUA 
AND  DELIGHTED  WITH  THE  RESU: 


Southampton  Homebrews  encourage 
local  advertising  by  their  customers. 
This  is  an  example  of  the  artwork 
available  with  an  open  box  for  the 
retailers  name  and  address. 


In  addition  to  manufacturing  wine  and 
beer  kits  under  the  Brewmaker  label  the 
company  also  markets  brewing 
ingredients  and  equipment  as  well  as 
wholesaling  home  brew  products  for  other 
manufacturing  companies. 

The  company  produces  a  regular 


newsletter  detailing  special  offers  and 
company  news  together  with  informative 
literature  and  an  advisory  service  for 
potential  and  existing  customers. 

Brewmaker  soft  drink  concentrates 
form  a  significant  part  of  the  company's 
business.  This  is  a  £20m  market  in  which 
Soda  stream  predominate  and  Boots  are 
the  other  significant  competitor. 
Southampton  Homebrews  Ltd, 
Brewmaker  House,  Rochester  Street, 
Northam,  Southampton. 

Oasthouse  range  — 
wide  in  SE 

Oasthouse  Vineyards  say  they  serve  small 
retailers  in  the  SE  London  and  Essex  area 
with  a  comprehensive  range  of 
competitively  priced  home  brew  supplies 
from  a  cash  and  carry  warehouse.  Their 
staff  have  "the  time  and  knowledge  to 
offer  advice  to  those  collecting  goods". 
Company  policy  is  to  avoid  stocking  lines 
sold  at  discount  prices  by  the  multiples. 
Oasthouse  Vineyards,  Hardy  Street, 
Maidstone,  Kent. 


Steady  temperature. 
f  improved  quality 
of  brews.  More 
satisfaction 
—you  profit. 

Our  Fermentamatic  series 
of  combined  heater/ 
thermostats  is  specially 
designed  for  home  brewing. 
4  Fermentamatic  50  A  50 
Watt  model  complete  with 
special  bung  to  fit  neatly 
into  a  demijohn  whilst 
accommodating  the 
fermentation  lock. 
▼  Fermentamatic  100  For 
brews  up  to  10  gallons 
capacity. 


..irrf^ss***'^  Available  through  your 

pharmaceutical  wholesaler 
or  direct  from  us 

Interpet  Limited.  Curtis  Road,  Dorking,  Surrey  RH4  1DP 
Telephone  (0306)  883202,  Telex  859115  CARING 


Itona  Kits  no.  1  in  independents 

Itona  of  Wigan  believe  their  products  Hofstar  lager,  export  bitter 
and  club  mild  are  brand  leaders  in  the  independents  and  include 
some  chemists  in  this  group. 

The  60-year-old  company  endeavours  to  restrict  sales  to 
independents  and  to  promote  and  advertise  the  range  through 
trade  magazines.  The  40pt  club  mild  kit  (£3.44)  was  launched  in 
June  with  an  offer  of  a  free  case  of  six  50pt  cans  for  every  12 
ordered  across  the  range  (six  cases  or  36  cans  of  export  bitter  and 
six  of  Hofstar  lager).  The  offer  is  available  on  40  pt  cases  only  and 
will  continue  to  be  available  through  August.  The  company  ran  a 
World  Cup  promotion  recently  involving  window  bills  and  beer 
mats. 

Itona  promote  through  wholesalers  or  deal  direct  and  also 
distribute  a  home  brew  consumer  leaflet  free  on  request  from 
Itona  Products  Ltd,  Itona  Works,  Ley  land  Mill  Lane,  Wigan 
WN1  2SB. 

Two  from  Southern  Vinyards 

Southern  Vinyards  endeavour  to  introduce  or  improve  a  product 
each  year.  The  Bumble  major  airlock  was  launched  in  March  and 
this  month  the  Vinheater  Major  for  the  autumn. 

The  airlock  is  made  of  red  plastic  (srp  £0.39)  and  can  fit  a 
variety  of  containers  from  1  or  2  gal  glass  to  5  gal  plastic  vessels. 
The  use  of  plastic  avoids  corking,  a  traditional  source  of  "mild" 
contamination.  In  the  case  of  violent  fermentation  two  lOp  coins 
can  be  put  on  top  for  weight. 

The  Vinheater  major  is  a  thermostatically  controlled 
immersion  heater  and  extends  the  range,  it  comes  with  either  a 
lOin  or  12in  glass  tube  covering  the  element  suitable  for  heating 
small  or  large  containers.  The  heater  can  be  pre-set  for 
approximately  25  °C  and  is  located  in  the  neck  of  the  flask  in  a 
plastic  housing  incorporating  gas  vents  (srp  £8.75).  Southern 
Vinyards  offer  a  trade  inquiry  service  as  well  as  publishing 
informative  literature  and  a  trade  newsletter.  Southern  Vinyards 
Ltd,  Nizells  Avenue,  Hove,  East  Sussex BN33  IPS. 
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Even  temperatures 
with  Fermentamatics 

Unsatisfactory  brews  of  wine  or  beer 
may  result  from  the  temperature  not  being 
maintained  at  a  sufficient  level  — 
normally  recommended  as  72-80°. 
Failures  result  in  customer  dissatisfaction 
and  ultimately  disillusionment  with  the 
hobby,  say  Interpret. 

Fermentamatic  combined 
heater/thermostats  are  designed  to 
maintain  the  brewing  temperature  at  75°F 
—  they  have  Design  Council  recognition. 
The  Fermentamatic  50  has  an  integral 
bung  which  seals  the  top  of  a  demijohn 
and  accepts  a  fermentation  lock.  The 
"100"  is  designed  for  complete 
submersion  and  will  maintain  the 
temperature  in  normal  conditions  in 
brews  up  to  10  gals.  Both  models  retail  for 
around  £8.88  and  are  available  through 
usual  trade  channels  or  direct  from 
Interpret  Ltd,  Curtis  Road  Industrial 
Estate,  Dorking. 

Specialist  range 
from  Vinaide 

Vinaide  of  Salford  have  been  importing 
and  manufacturing  brewing  and 
winemaking  requisites  for  almost  21 
years.  Their  list  of  some  200  items 


includes  some  lines  it  may  not  be  possible 
to  obtain  elsewhere,  they  say. 

The  company,  because  of  the  nature 
of  the  products  they  stock,  concentrates 
on  the  independent  retailer.  Support  is 
given  for  the  range  in  the  trade  Press  and 
through  newsletters  included  with  up- 
dated price  lists.  A  new  line  for  July  was 
the  Portec  PI  8070  digital  pH  meter 
(£99.89).  The  company  is  to  introduce  a 
"major  electrical  filtering  outfit"  this 
month  capable  of  filtering  5001  per  hour 
continuously.  Vinaide  Brewing  &  Food 
Products  Ltd,  31  Blackfriars  Road, 
Salford  M3  7AQ. 

Electric  panels  and 
fermentation 

The  Electrim  fermenters  comprise 
electrically  heated  panels  of  fire  resistant 
materials  designed  to  apply  heat  to  the 
base  of  the  fermenting  vessels  — 
adjustment  to  temperature  is  made  by 
raising  the  vessels  off  the  laminated 
surface  of  the  fermenter  on  which  they 
normally  stand. 

The  panels  come  in  four  sizes;  the 
lOW-single  (heats  one  demi-john,  £5.45) 
the  20W-standard  (two  £8.45),  the 
40W-large  (four,  £1 1 .45)  and  the 
55W-extra  large  (six,  £14.45).  Prices 
include  VAT,  postage  and  packing  from 
Thome  Electrim,  Thruxton  Racing 
Circuit,  Thruxton,  Andover,  Hants. 


Leading  steriliser 

Chempro  say  they  manufacture  the 
brand-leader  for  cleaning  and  sterilising 
home  brew  equipment  and  have  added  a 
lOg  sachet  to  the  range,  sufficient  to 
sterilise  six  wine  bottles  or  a  1  gal  jar. 
Chempro  SDP  is  used  by  commercial 
breweries. 

The  new  sachet  retails  at  around 
£0.2 land  the  lOOg  (£0.59)  and  500g 
(£2.29)  is  advertised  year-round  in 
specialist  gardening  and  DIY  publications 
and  is  available  from  home  brew 
wholesalers.  Chempro  Ltd,  Reading,  Berks. 

Blended  wine  kits 
from  CWE 

Continental  Wine  Experts  manufacture 
nearly  40  types  of  grape  juice  compounds 
in  kit  form  under  the  CWE  original, 
conniosseurs  choice  and  country  choice 
labels.  Their  April  launch  of  CWE  classic 
and  Cellar  21  marked  their  entry  into  the 
"sugar  wine"  market  with  a  blend  of 
sugar  syrups  and  grape  juice  combining 
"the  price  advantage  of  sugar  with  the 
quality  of  grape  juice." 

Cellar  21  is  a  three-week  wine  kit. 
Classic  (£1.79)  is  a  "traditional"  product 
and  another  fast  fermenter  in  four  types. 
CWE  Ltd,  The  Winery,  Caws  ton, 
Norwich  NR10. 


THE  HOMEBREW  MARKET  WORTH 
£  50  MILLION  AT  RETAIL  AND  STILL 
DOMINATED  BY  ONE  RETAILER . 

SHOULDN'T  YOU  BE  GETTING 

YOUR  SHARE  ? 

Of  course  you  should.  We're  number  1  by  miles     As  part  of  our  service  you  also  get:- 


me*- 


in  high  volume  homebrew.  Let  us  give  you  a 
slice  of  the  homebrew  cake  -  not  just  the 
crumbs.  We  can  provide  all  the  expertise  and 
products  you  need,  to  give  you  a  tailor  made 
homebrew  section  which  includes:- 

•  Home  Brew  Beer  Kits 

•  Home  Wine  Kits 

•  All  necessary  equipment  and  chemicals 
properly  packed  and  displayed 

•  Soft  Drink  Concentrates,  28  variants 


Prompt  Nationwide  Delivery 

Computer  Sales  Analysis  by  product  and 

store  : 

The  Benefit  of  10  years  Homebrew 

experience 

A  full  range  of  products,  including  brand 
leaders,  Unican,  Brewmaker, Tom  Caxton, 
Geordie,  Edme,  CWE,  etc. 
A  professional  and  no  nonsense  service. 


including  2  litre. 

SO  IF  YOU  WANT  HARDWARE  MARGINS  WITH  GROCERY  TURNOVER, 
DON'T  MESS  ABOUT,  CONTACT  THE  BREWMARKETS  NO  1  DISTRIBUTOR. 


TV        SOUTHAMPTON  (0703)  36044/5/6|OR  FILL  IN  THE  COUPON 

Name  

Company  Tel  


Southampton  Homebrews  Ltd . ,  Brewmaker  House,  Northam,  Southampton. 

WE'LL  DO  THE  JOB  PROFESSIONALLY  -  AND  NOT  WASTE  YOUR  TIME  -  OR  OURS. 
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Pharmacy  shows 
loss  for  Dixons 


National  council  set  up 
for  retail  training 


Some  details  of  the  training  arrangements 
which  will  cater  for  the  retail  trade 
following  the  dissolution  of  the 
Distributive  Industry  Training  Board  next 
year  have  now  been  made  available. 
Representatives  of  employers  and 
employees  in  the  industry  will  join 
education  representatives  in  forming  the 
National  Retail  Training  Council  —  a  new 
body  set  up  by  the  Retail  Consortium  to 
co-ordinate  training  throughout  the  trade. 

The  new  council  will  provide  a  forum 
for  discussion  between  the  members,  and 
work  to  identify  prime  areas  of  training 
need.  It  will  have  no  decision  making 
power  of  its  own  however,  working 
instead  on  the  basis  of  making 
representations  to  Government.  The 
council  will  consist  of  16  employer 
representatives,  including  two  from  the 
Retail  Consortium,  eight  employee 
representatives  and  six  members  from  the 
world  of  work-education. 

The  remaining  employer 
representatives  will  be  drawn  from  the 
council's  constituent  members  —  wide 
groupings  representing  broad  sectors  of 

Beecham  warning 
on  growth  rate 

Beecham  shareholders  have  been  warned 
that  the  group  is  "most  unlikely  to 
maintain  consistently  the  sort  of  growth 
enjoyed  in  1981-82."  Sir  Graham  Wilkins, 
Beecham  Group  chairman,  speaking  at 
the  Company's  annual  meeting  last  week 
said,  however,  that  the  growth  rate  would 
continue  to  comfortably  exceed  the  level 
of  inflation. 

Beecham  Pharmaceutical's 
performance  over  the  past  year  was 
described  as  "buoyant,"  with  sales  up  21 
per  cent  to  £442m  and  trading  profits 
rising  37  per  cent  to  reach  £106m. 

Beecham  recently  reported  1981-82 
profits  up  by  34  per  cent  to  £201 ,9m, 
(C&D  June  12,  pi  102).  While 
acknowledging  this  as  an  impressive 
performance  in  time  of  recession,  Sir 
Graham  cautioned  against  thinking 
Beecham  to  be  immune  to  adverse 
economic  factors.  The  company  were 
feeling  the  effects  of  recession  in  their 
consumer  products  division  due  to  the 
decline  in  disposable  income,  he  said. 
Pressure  from  both  Government  and 
sickness  insurance  firms  to  spend  less  on 
health  care  was  damaging  the 
pharmaceutical  business. 


retailing  such  as  department  stores,  mail 
order  and  specialist  retailers  —  each  of 
which  will  provide  funds  for  its  own 
sector.  This  will  replace  the  present  system 
of  industry-wide  levies.  Six  employee 
representatives  will  be  nominated  by 
unions  recognised  within  the  trade,  while 
the  remaining  two  will  represent  the 
Institute  of  Personnel  Management  and 
the  Institute  of  Training  Officers.  The 
final  six  members  of  the  council  are  to 
come  from  the  education  sector.  These 
will  be  nominated  by  the  Department  of 
Education. 

Bids  are  currently  being  considered  for 
the  DITB's  video  centre  at  Knutsford 
(C&D  April  10,  p678),  as  it  has  been 
decided  that  this  facility  can  no  longer 
serve  a  useful  purpose  within  the  trade. 
Revenue  from  the  sale  of  DITB  assets  will 
go  to  the  Government  —  but  it  is 
understood  that  the  new  council  will  have 
a  strong  say  in  how  the  money  is  used. 
DITB  programmes  already  in  progress 
may  be  allowed  to  run  on  past  March  if 
necessary. 


There  was  better  news  for  Beecham 
shareholders  in  the  announcement  that 
the  company's  average  margin  of  trading 
profit  on  sales  increased  to  14.5  per  cent 
in  1981-82  from  13.1  percent  the  previous 
year.  While  Sir  Graham  hoped  to  see 
further  improvements  here,  this  was  at 
least  seen  as  a  reversal  in  what  threatened 
to  become  a  long-term  trend  in  declining 
margins. 


Autumn  restructure 
for  Amersham 

Amersham  International  are  to  form  their 
medical,  research  chemicals  and  radiation 
sources  businesses  into  separate  divisions, 
each  of  which  will  handle  its  own 
production,  product  development  and 
marketing.  An  international  division  is 
also  being  formed  to  take  responsibility 
for  worldwide  selling,  distribution  and 
marketing  of  the  company's  products. 

The  change,  which  comes  into  effect 
this  Autumn,  has  made  necessary  the 
appointment  of  the  following  divisional 
chief  executives:  Mr  A.  M.  Hamilton 
(international  division),  Mr  J.  L.  Castello 
(medical  products  division),  Mr  J.  C. 
Maynard  (research  products  division)  and 
Mr  J.  Stevenson  (industrial  division). 


Despite  poor  performance  from  their 
pharmaceutical  and  processing  divisions, 
Dixons  Photographic  pic  improved 
profits  in  the  year  to  May  1 ,  with  the  pre- 
tax figure  up  16  per  cent  to  £12. 515m. 
Group  sales  reached  £25  lm  from  the 
previous  year's  £230. 8m. 

The  company's  retailing  activities, 
helped  by  the  opening  of  25  new  UK 
outlets  during  the  year,  showed  profits  of 
£6. 024m  (£4. 782m)  on  sales  up  £14. 5m  to 
£1 17.7m.  The  other  major  profit 
contribution  came  from  the  overseas 
division  with  profits  up  £1 .95m  to 
£3. 358m. 

However,  the  pharmaceutical  division 
turned  last  year's  £17,000  profit  into  a  loss 
of  £441,000,  with  turnover  falling  to 
£71. 97m  (£73.1  lm),  and  profits  on  mail- 
order film  processing  collapsed  to 
£671 ,000  from  the  previous  year's 
£1 .381m.  A  total  tax  bill  of  £1 .984m  and 
extraordinary  charges  £1 .028m  arising 
principally  from  pharmaceutical  closures 
and  the  associated  redundancy  costs  left 
retained  profits  at  £10. 046m  —  still  a 
considerable  improvement  on  the 
previous  year's  £5. 136m. 

ICI  profits  up  but 
chemicals  suffer 

Imperial  Chemical  Industries  pic 
improved  turnover  for  the  first  half  of 
1982  to  £3, 652m  —  an  increase  of  £553m 
on  the  equivalent  period  in  1981 . 
Chemical  sales  accounted  for  £3, 224m 
(£2, 705m)  while  the  oils  sector  was  up  9 
per  cent  to  £428m. 

Total  pre-tax  profit  for  the  half  year 
was  £10m  up  at  £145m.  Oil  profits 
declined,  with  a  £29m  share  of  the  total, 
as  against  £40m  in  1 98 1 . 

The  19  per  cent  increase  in  chemical 
sales  was  largely  attributable  to  exchange 
effects  and  price  movements  —  leaving 
only  4  per  cent  as  genuine  volume  growth. 
Problems  in  the  chemical  sector  were 
acknowledged  by  the  company:  ".  .  . 
while  many  of  the  parts  of  the  business 
continue  to  do  well,  there  has  been  a  sharp 
deterioration  the  last  six  months  in 
commodity  chemicals  —  and  this  has 
adversely  affected  the  overall  profitability 
of  the  group,  which  remains  inadequate." 

Group  chemical  sales  in  the  second 
quarter  were  £l,641m,  an  increase  of  4  per 
cent  over  the  previous  three  months.  This 
improvement  was  however  solely 
attributable  to  seasonal  increase  in 
volume.  Oil  sales  increased  by  16  per  cent 
to  £230m,  but  overall  pre-tax  profits  for 
the  second  quarter  rose  by  only  £21  m  — 
which  can  again  be  accounted  for  purely 
by  seasonal  factors. 

"The  world-wide  recession  continues" 
says  the  company  " —  and  there  is  no 
evidence  of  upturn  at  home  or  overseas." 
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Two  more  reduce 
wholesaler  margins 

Armour  and  Berk  are  joining  the  ranks  of 
the  pharmaceutical  companies  who  have 
reduced  their  margins  to  wholesalers. 
From  August  2,  a  margin  of  10  per  cent 
against  the  price  to  the  retailer  will  be 
given,  with  a  V/i  per  cent  settlement 
discount  allowed  on  invoices  paid  by  the 
twentieth  of  the  month  following  the 
month  of  invoice. 

Armour  Pharmaceuticals  say  their 
present  terms  of  a  15  per  cent  discount 
against  the  price  to  the  retailer  have 
prevailed  since  1955  despite  changing 
circumstances  in  recent  years.  "We  have 
maintained  these  levels  despite  increasing 
pressures,  but  are  now  forced  to  review 
our  discount  structure  due  to  prevailing 
conditions  within  the  industry." 

"Recent  events"  have  forced  Berk 
Pharmaceuticals  to  review  their  discounts 
structure  —  12'/2  percent  +  2Vi  percent 
settlement  —  which  have  been  efffective 
since  Apirl  1,  1979. 

More  wholesaler 
closures  predicted 

A  review  of  pharmaceutical  wholesaling 
last  week  concludes  that  the  shakeout  in 
the  industry  is  by  no  means  complete,  and 
that  "a  number  of  the  less  resolute  smaller 
fry  will  probably  go  the  way  of  Sangers. ' ' 

Far  from  taking  advantage  of  the 
industry's  "classic  case  of  oligopoly"  and 
sitting  back  to  enjoy  the  all-round 
increased  market  share  which  should  have 
resulted  from  Sangers  withdrawal,  the 
remaining  four  major  wholesalers,  said  to 
supply  three-quarters  of  all  independent 
chemist's  shops  between  them,  found 
themselves  faced  with  "aggressive 
competition  from  much  smaller 
operators",  the  Vestric  /  Unichem 
conflict  being  particularly  cited. 

The  industry's  current  unsettlement  is 
traced  back  in  the  review  in  the  Financial 
Times  to  the  discount  wars  begun  by  the 
rise  of  Unichem  and  the  increasing 
preponderance  of  "sweetheart  deals"  — 
under  the  counter  inducements  to 
chemists  to  switch  wholesalers. 
While  more  secure  performers  such  as 
Macarthys  were  able  to  survive  the 
resultant  halving  of  net  margins,  Sangers, 
"a  much  less  efficient  competitor",  found 
that  the  same  pressures  —  combined  with 
an  already  vulnerable  position  as  a  "back- 
up" wholesaler  to  a  large  proportion  of 
their  customers  —  proved  deadly. 

PATA  concerned  by 
fall  in  members 

The  Proprietary  Articles  Trade 
Association  suffered  the  loss  of  some  80 
retail  members  during  1981,  bringing  the 
end  of  the  year  total  down  to  5,545. 


Miles  Laboratories  Ltd  have  now 
completed  the  first  phase  of  a  £2m 
investment  programme  at  their  factory 
in  Bridgend.  A  20,000  sq  ft  extension  to 
their  allergen  manufacturing, 
dispensing  and  packaging  operation 
was  recently  opened  by  Mr  Michael 
Roberts,  Welsh  Under  Secretary  of 
State.  The  company  markets  a  range  of 
allergen  products  in  the  UK,  including 
Albay,  Conjuvac  and  the  Allpyral  range. 
Shown  here  is  a  technician  weighing 
out  raw  allergen  extract 


Speaking  at  the  association's  annual 
meeting  Mr  J.  R.  Marshall,  MPS,  said  the 
association  was  concerned  about  the  drop 
in  membership  "which  could  not  be 
attributed  to  pharmacy  closures  alone". 

There  was  little  change  in  the  number 
of  manufacturer  and  wholesaler  members, 
despite  efforts  by  PATA  to  increase  the 
membership.  Ayrshire  Pharmaceuticals, 
Bradford  Chemists'  Alliance  Ltd,  Herbert 
Ferryman  Ltd  and  Mawdsley-Brooke  Ltd 
joined  the  association's  list  of  wholesaler 
members,  a  net  gain  of  three  when  the 
resignation  of  Hills  Pharmaceuticals  is 
taken  into  account.  The  total  number  of 
members  in  this  section  is  now  21 . 
Affiliated  wholesalers  number  26  —  a  loss 
of  four  over  the  previous  year,  two  of 
these  being  closures. 

"Any  drop  in  the  number  of  members, 
however  small,  must  weaken  the 
association  in  its  efforts  to  preserve  the 
pharmaceutical  distribution  network  and 
the  council  will  use  every  endeavour  to 
increase  its  membership  in  all  sections" 
said  Mr  Marshall. 

By  and  large,  however,  the  association 
had  a  successful  year  in  dealing  with  the 
price-cutting  of  medicines.  Success  was 
achieved  by  PATA  or  by  individual 
members  in  171  of  the  213  cases  of  price- 
cutting  reported  —  a  success  rate  of 
approximately  80  per  cent. 

■  Reductions  in  employer's  national 
insurance  surcharge  introduced  by  the 
Chancellor  in  the  last  budget  (C&D  March 
13,  p470),  came  into  effect  on  August  2. 

■  Beecham  Pharmaceuticals  are  seeking 
planning  approval  for  a  bio-sciences 
research  centre  at  Great  Burgh,  Yew  Tree 
Bottom  Road,  Epsom  Downs. 


Bargain  offers  to 
be  revised 

A  review  of  the  law  on  price  comparisons 
has  been  announced  by  Dr  Gerard 
Vaughan,  Minister  for  Consumer  Affairs. 
He  has  also  announced  his  intention  to 
make  revisions  to  the  Order  on  bargain 
offers. 

Answering  a  Commons  question  from 
Mr  Stephen  Dorrell  about  the  Director 
General's  report  on  the  Bargain  Offers 
Order  (which  came  into  operation  in  July 
1979  and  prohibits  a  wide  range  of 
misleading  bargain  offer  claims),  Dr 
Vaughan  said:  "It  is  clear  that  there  is 
widespread  support  for  the  Director 
General's  view  that  there  should  be  new 
primary  legislation  in  this  field.  I  have 
therefore  instructed  my  officials  to 
undertake  a  comprehensive  review  of 
Section  1 1  of  the  Trades  Descriptions  Act 
and  of  the  Bargain  Offers  Order." 

In  view  of  this  the  minister  has  decided 
not  to  proceed  with  the  proposed  VAT 
and  Ancilliary  Charges  Order  nor  as 
regards  the  Bargain  Offers  Order  to 
extend  the  present  prohibition  on 
comparisons  with  recommended  retail 
prices.  However  the  latter  will  be 
simplified  to  ensure  that  the  Order  applies 
only  to  price  and  value  claims  where  a 
trader  quotes  a  comparitive  price  or  value 
or  provides  information  from  which  such 
a  price  or  value  can  be  calculated. 

Dr  Vaughan  said  he  proposed  to  issue 
a  consultation  document  during  the 
Autumn  giving  full  details  of  the 
proposals. 

Polaroid  pioneer 
bows  out 

Dr  Edwin  Land,  the  74  year  old  inventor 
who  developed  the  instant  camera,  last 
week  resigned  as  director  and  chairman  of 
the  Polariod  Corporation,  the  company 
he  helped  found  back  in  1935. 

Mr  William  McCune,  67,  has  been 
elected  as  the  next  chairman,  in  addition 
to  his  current  position  as  president.  This 
coincides  with  publication  of  Polaroid's 
second  quarter  figures  which  show  a 
decline  in  profits  of  $3. 7m  from  $13. 5m  in 
the  same  period  last  year.  The  company  is 
seeking  to  broaden  its  industrial  base  so  as 
to  be  less  dependent  on  dwinding  sales  of 
instant  cameras  and  films. 

Dr  Land  is  one  of  a  dying  breed  of 
inventors.  He  holds  a  total  of  533  US 
patents  and  was  inducted  into  the  US 
Patent  Office  national  inventors  hall  of 
fame  in  1977.  He  holds  honorary  degrees 
from  Harvard,  Yale,  Columbia  and  12 
other  institutions.  Among  his  principal 
contributions  have  been  inventions  in  the 
fields  of  polarised  light  and  photography. 
In  1947  he  demonstrated  the  first  system 
on  instant  photography,  and  in  1948  the 
company  introduced  the  first  instant 
camera,  which  produced  a  sepia  picture  60 
seconds  after  exposure. 


Chemist  &  Druggist  7 August  1982 


255 


Coding  catches  on 


The  percentage  of  items  in  larger  stores 
source-marked  with  EAN  bar  codes  has 
more  than  doubled  in  the  last  year.  In  a 
survey  of  14  product  classes  representing  a 
variety  of  package  types,  source-marked 
items  had  more  than  doubled  in  seven  out 
of  the  ten  European  countries  in  the 
sample,  according  to  Nielsen. 

The  number  of  source  marked  items 
from  Great  Britain  rose  from  26  to  61  per 
cent  in  the  period  March  1981  to  March 
1982.  Italy  has  the  lowest  number  of  items 
source  marked  —  only  5  per  cent  —  and 
West  Germany  the  highest  with  79  per 
cent. 


Philips  servicing 


Philips  Small  Appliances  have  now 
completed  the  setting-up  of  a  nationwide 
chain  of  servicing  centres  —  thus 
eliminating  the  need  to  send  products 
away  for  repair. 

The  company  now  have  some  200 
service  centres  in  major  towns  and  cities 
throughout  the  country,  each  manned  by 
trained  staff.  Products  which  are  replaced 
by  exchange  will  continue  to  be  handled 
by  Philips  service  at  93  Blenheim  Street, 
Newcastle-upon-Tyne.  Other  inquiries  to 
Philips  Small  Appliances,  Drury  Lane, 
Hastings,  Sussex  TN34  1XN.  Telephone 
0424  429141. 


UG  restructure 


United  Glass  are  re-organising  their 
management  and  subsidiary  company 
structure.  This  will  reform  the  current 
four  companies  —  United  Glass 
Containers,  UG  Closures  and  Plastics, 
Ravenhead  and  Johnson  Radley  —  into 
two  main  operating  groups,  one  of  which 
will  handle  glass  containers  while  the 
other  concerns  itself  with  tableglass, 
packaging  and  transport. 

Mr  John  Small,  currently  managing 
director  of  United  Glass  pic  will  assume 
additional  responsibilities  as  managing 
director  of  the  Glass  Containers  Group. 
Mr  John  Griffen  will  become  assistant 
managing  director  of  this  group. 

■  Optrex  Ltd:  The  company  are  re- 
organising their  UK  sales  force.  Mr  David 
Goss  is  appointed  national  accounts 
controller,  and  Mr  Alistair  Williamson 
becomes  regional  sales  manager  for  the 
Midlands.  Both  are  internal 
appointments.  Additionally,  Mr  Al  Ross 
joins  the  company  as  western  regional 
sales  manager.  He  has  considerable 
experience  of  retail  pharmacy,  having 
previously  worked  with  Sterling  Health 
and  Farley  Health  Products.  Mr  Alan 
Gibson,  who  has  joined  the  company  as 
regional  sales  manager  for  Scotland  and 
the  North  East,  has  experience  with 
Johnsons  Wax,  Palmolive  and  Plough 
(UK). 


MARKET 
NEWS 


Several  chemicals 
are  marked  up 

London,  August  3:  A  number  of 
pharmaceutical  chemicals  were  marked  up 
during  the  week.  Included  were  the 
bismuth  salts  by  varying  amounts 
according  to  the  salt,  acetarsol  by 
£1 .28kg,  ether  by  £100-£150  metric  ton  as 
to  grade  and  mersalyl  by  £5  kg. 

Among  botanicals  the  shipment  rates 
for  Cape  aloes,  henbane  and  Indian 
valerian  root  were  firmer.  There  were  no 
outstanding  features  in  the  essential  oil 
sector.  Price  movements  occurred  in  bois 
de  rose,  cedarwood,  clove  leaf,  ginger, 
patchouli  and  petitgrain. 

Pharmaceutical  chemicals 

Acelarsol:  £26.28  kg  in  50-kg  lots. 

Acetic  acid:  4-ton  lots,  per  metric  ton  delivered  —  glacial  BPC 
£398,  99.5  per  cent  £381,  80  per  cent  grade  pure  £345;  technical 
£324. 

Benzoic  acid:  BP  in  500-kg  lots,  £0.8801  kg. 
Bismuth  salts:  £  per  kg. 

50-kg  250-kg 
salicylate  12.30  £12.05 

subcarbonate  7.55  7.44 

subnitrate  5.64  5.55 

Borax:  EP  grade,  2-4  ton  lots  per  metric  ton  in  paper  bags, 
delivered  —  granular  £346,  powder  £376,  extra  fine  powder 
£393. 

Boric  acid:  EP  grade  per  metric  ton  in  2-4  ton  lots  —  granular 
£507;  powder  £540. 

Citric  acid:  BP  per  metric  ton  single  deliveries,  granular 
monohydrate  £841 ;  anhydrous  £887  (powdered  £25  premium 
per  1,000  kg). 

Kther:  BP  anaesthetic  2-litre  bottle  £4.42  each  for  lots  of  175 
bottles;  in  130-kg  drum  £2,000  metric  ton.  BP  solvent  in  130-kg 
drum  £1 ,440  metric  ton. 


COMING  EVENTS 


UKCPA  seminar 


A  weekend  seminar  —  "Clinical 
pharmacy,  science  and  art"  —  is  being 
held  by  the  United  Kingdom  Clinical 
Pharmacy  Association  at  Alderley  Park, 
Macclesfield  on  October  15-17. 

Seminar  sessions  will  cover  the  role  of 
the  pharmacist  in  intensive  therapy  and 
coronary  care,  drug  epidemiology  and 
informing  patients.  Several  sessions  will 
include  workshop  groups.  The  guest 
speaker  will  be  Dr  D.  M.  Anagaran, 
associate  professor  of  clinical  pharmacy, 
University  of  Minnesota,  USA. 

The  course  fee  is  £18  (members),  £30 
(non-members)  which  includes  all  meals; 
closing  date  for  registration  is  September 
24.  Accommodation  is  available  at  the 
Post  House,  Northenden  at  concessionary 
rates,  and  transport  will  be  provided 
between  the  hotel  and  Alderley  Park. 
Further  details  from  MrL.A.  Goldberg, 
Pharmaceutical  Officer,  Tameside 
General  Hospital,  Damton  Road,  Ashton- 
under-Lyne  OL6  9R  W. 


Ethisterone:  £280  per  kg. 

Ferric  citrate:  £5  kg  in  minimum  250-kg  lots. 

Ferrous  fumarate:  BP  £1 .40  kg  in  750-kg  lots  minimum. 

F'errous  gluconate:  £2,495  per  metric  ton. 

Ferrous  sulphate:  Dry  £590  metric  ton. 

Folic  acid:  100-kg  lots  from  £65  kg. 

Formic  acid:  per  metric  ton  delivered  in  4-ton  lots,  98  per  cent 
£400;  85  per  cent  £334. 

Glucose:  (Per  metric  ton  in  10-ton  lots)  —  monohydrate  £325; 
anhydrous  £650  for  1-ton;  liquid  43°  Baume  £351 .50  (5-ton 
lols);  naked  18-tons  lots  £290.25. 

Glycerin:  In  250-kg  returnable  drums  £860  metric  ton  in  5-ton 
lots;  £885  in  3-ton  lots. 

Hypophosphorous  acid:  ( Per  metric  ton  in  50-kg  lots).  Pure 
50%  £4,547.50. 

Lactic  acid:  BP  88/90%  £1.80  kg  in  70-kgdrum. 

Mersalyl:  Acid  £86.06  kg  in  24-kg  lots. 

Oxalic  acid:  Recrystallised  £1 .83  kg  for  50-kg  lots. 

Phosphoric  acid:  BPsg  1,750  £0.5773  kg  in  38-drum  lots 

minimum. 

Pilocarpine:  Hydrochloride  £532.43  kg;  nitrate  £527.03. 
Potassium  citrate:  Granular  £1 ,010  per  metric  ton.  5-ton 
contracts  £1,002  ton. 

Riboflavine:  (Per  kg)  £24.62  in  10-kg  packs,  diphosphate 
sodium  £80.30  in  5-kg. 

Saccharin:  BP  sodium,  powder  £3.50  kg;  crystals  £3.20,  both 
for  250-kg  lots. 

Salicylic  acid:  5-ton  lot  £1.75  kg;  1  ton  £1.79. 
Sodium  acetate:  BP  crystals  £0.90  kg  in  50-kg. 
Sulphaquinoxaline:  BP  Vet  in  50-kg  lots  £16.05  kg;  sodium  salt 
as  to  grade  from  £17.32  to  £20.26  kg  for  500  kg  in  500-kg  lots. 
Sulphapyridine:  In  250-kg  lots  £15.25  kg. 
Tartaric  acid:  £1 ,795  per  metric  ton. 

Crude  drugs 

Aloes:  Cape  £1 ,535  metric  ton  spot;  £1 ,530,  cif.  Curacao  no 
spot;  £6,600,  cif. 

Balsams:  (kg)  Canada:  £17  spot;  £17. 10,  cif.  Copaiba:  Spot 
£4.20;  £3.75,  cif.  Peru:  £9.75  spot;  £9.85,  cif.  Tolu:  Spot 
£5.95. 

Camphor:  Natural  powder  £10  kg  spot;  £9.65,  cif.  Synthetic 
96%  £1.42  spot;  £1.30,  cif. 

Henbane:  Niger  £1 ,520;  metric  ton  spot;  £1 ,635,  cif. 
Menthol:  (kg)  Brazilian  £7.25  spot;  £7.25,  cif.  Chinese  £6.20 
spot;  £6,  cif. 

Seeds:  (metric  ton,  cif).  Anise:  China  star  £2,200.  Celery1: 
Indian  £555.  Coriander:  Moroccan  £310.  Cumin:  Indian 
£1,250.  Fennel:  Chinese  £595.  Fenugreek:  Moroccan  £325; 
Indian  £375. 

Valerian:  European  unquoted.  Indian,  no  spot;  £2,095,  cif. 

Essential  oils 

Bois  de  rose:  £9  kg  spot;  £8  cif. 

Camphor:  White  £1.15  kg  spot;  £1.05,  cif. 

Cananga:  No  spot;  £27.65  per  kg,  cif. 

Cardamom:  English-distilled  £155  kg;  Indian  £120. 

Cedarwood:  Chinese  £3.70  kg  spot;  £3.65,  cif. 

Clove:  Indonesian  leaf  £2.35  kg  spot;  £2.25  cif.  English 

distilled  bud  £60  spot. 

Ginger:  Chinese  £22.50  kg  spot;  £22.55,  cif,  English, 
distilled  (ex  W.  African  root)  £78;  ex  Indian  £78. 
Patchouli:  Indonesia  £23  kg  spot;  £21 ,  cif. 
Petitgrain:  Paraguay  £8.50  kg  spot;  £7.50,  cif. 
Sassafras:  Brazilian  £2.25  kg  spot;  £2.20  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include  Value 
Added  Tax.  They  represent  the  last  quoted  or  accepted  prices 
as  we  go  to  press. 


■  Next  year's  International  Fire,  Security 
&  Safety  Exhibition  &  Conference  will  be 
the  largest  claim  the  organisers. 
IFSSEC'83  will  be  held  from  April  18, 
1983  at  Olympia,  London,  and  over  300 
companies  have  already  booked  space. 
Further  information  from  the  organisers, 
Victor  Green  Publications  Ltd,  106 
Hampstead  Road,  London  NW1  2LS. 
Telephone:  01-388  766. 

Thursday,  August  12 

Weald  of  Kent  Branch,  Pharmaceutical  Society,  Postgraduate 
medical  centre,  Kent  and  Sussex  Hospital,  Mount  Ephraim, 
Tunbridge  Wells,  at  8pm.  Presentation  on  Zantac  by  Miss  S. 
Desai,  MPS. 

Advance  information 

South  Western  Regional  Health  Authority  courses  for 
preregistration  graduates,  Lyngford  House,  Taunton. 
Induction  course,  September  6-8.  Pharmacy  practice,  October 
4-8.  Quality  control,  manufacturing,  October  27-29.  Visit  to 
computer  centre  and  renal  unit,  November  17-18.  Drug 
information,  December  9-10.  Intravenous  therapy,  February 
3-4,  1983.  Clinical  pharmacy,  March  21-25  (Torbay,  Clous). 
Conrses  for  pharmacists,  Lyngford  House,  Taunton,  October 
21-22.  "How  to  run  a  tutorial,"  for  those  in  technician  or 
nurse  education.  Further  information  from  Regional 
Pharmaceutical  Officer's  Education  Department,  27  Tyndalls 
Park  Road,  Bristol  BS8  1PJ. 

1982  Leipzig  Autumn  Fair,  September  5-11.  Exhibitions  of 
household  chemicals,  cosmetics  and  pharmaceuticals 
(manufacturers  from  18  countries  will  attend). 
Analytical  Division,  Royal  Society  of  Chemistry  ,  Renold 
Building,  UMIST,  Manchester,  September  15.  "Analytical 
processes  in  production  systems."  Registration  and  further 
details  from  Miss  P.  Hutchinson,  Royal  Society  of  Chemistry, 
Burlington  House,  London  Wl  V. 

The  Society  for  Drug  Research.  Chelsea  College,  Manresa 
Road,  London  SW3,  on  September  10.  Symposium  on 
"Cardiac  failure".  Registration  fee  £10  (members  do  not  need 
to  register  in  advance).  Further  details  from  Mrs  B.  Cavilla, 
c/o  Institute  of  Biology,  41  Queen's  Gate,  London  SW7  5HU. 
Telephone  01-589  9076. 
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CLASSIFIED 


Post  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbridge, 
Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 
Ring  Jill  Stockton  for  further 
information  on  extension  322. 


Trade  services 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear 
under  apropriate  headings. 
Cop}  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Display  /  Serrii  Display  £10.00 
per  single  column  centimetre, 
min  30mm.  Column  width 
42m  m. 


Box  Numbers  £2.50  extra 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over 


Appointments 


J.  Richardson 

COMPUTER  LABELLING 

Now  Widely  Acclaimed  as  being 
WELL  AHEAD  OF  ALL  OTHERS 

None  is  taster,  on  open  challenge 
No  other  is  easier  to  use 
No  other  produces  a  more  attractive  label 
No  other  offers  so  many  features  for  the 
price. 

500-1500  drugs  tailored  to  your  pharmacy 
—  constant  full  label  display  —  easy  error 
corrections  —  repeat  labelling  —  counts 
and  gives  print-out  of  dispensing  —  invoice 
pricing  etc  etc. 
Priced  £1 295-£l  450  (lease  from 
£45/month) 
J.  RICHARDSON  MPS  CHEMIST 
13  Hope  Terrace,  Lostock  Hall, 
Preston  PR5  5RU.  Tel:  (0772)  311328 
or  phone  Croston  600494  anytime 


WELL  AHEAD  OF  ALL  OTHERS? 

To  learn  what  Computer  Systems  can  really  do  for  Pharmacy 

send  for  OCS's  free  literature  and  booklet  "A  Guide  to 

Computer  Systems  in  Pharmacy". 

ORRIDGE  COMPUTER  SYSTEMS  LTD., 

George,  Orridge  Group, 

1 1 7  High  St.,  Epping,  Essex  CM1 6  4BD. 


Agents 


AGENTS  REQUIRED 

To  sell  air  ionisers  in  UK  +  Export. 
Applicants  must  be  well  connected.  Good  sales 
already  established  in  many  areas.  Further  details 
write  to: 
Box  C&D  2867 


AGENTS 

Required  in  all 

areas  to  sell  up 
market  perfume. 

Earn  £100s  on 
commission,  call 

Laurie  Gordon. 

Tel: 
01-435  2130. 


To  Let 


TENERIFE: 

Directors  personal 
luxury  flat,  sleeps  4. 
Playa  Las  Americas 
beach  500  yards. 
Various  dates, 
flights/car  hire 
arranged  if  required. 

0704  27717 
R.G.  Taylor 


Ambitious  Pharmacist 

Are  you  a  qualified  pharmacist  with  post-registration 
experience  of  general  practice?  Do  you  have  a  keen  interest 

in,  and  a  desire  to  gain  wide  experience  of  all  aspects 
of  the  profession?  And  are  you  able  to  express  ideas  clearly 
and  concisely? 

If  so,  there  is  a  place  for  you  in  the  editorial  team  of  Chemist 

&  Druggist,  the  weekly  news  magazine  for  pharmacists. 
Full  training  in  the  skills  of  journalism  will  be  provided  and 
there  is  opportunity  for  early  promotion. 
For  more  information  apply  with  career  details  to : 


James  Lear 
Publishing  Director 
Benn  Publications  Limited 
Sovereign  Way,  Tonbridge 
KentTN9  1RW 
Tel:  0732  364422 


Benn 


m 


Professional  Prescription 
Computer  Labellin 


The  'STYLE'  Computer 
Label  System 

Produce  high  quality  professional 
labels  like  this  quickly  and 
cheaply 


/     MELVILLE.  Chemisi 
V»'     193  WESTMINSTER  HO  AD 


Tel.  061  922  1712 
ERPOOL  L.1  4LR 

100I1L  FEWBRIT IN  I25/5HL  SYRUP 


SHAKE  THE  BOTTLE  AND  TAKE  ONE  5HL 
SPOONFUL    FOUR  TINES  ft  DAY 

•TAKE  AT  REGULAR  INTERVALS. COMPLETE  COURSE* 


NR.  MICHAEL  SPRINCE 


18.7.82 


PARK  SYSTEMS 
11  MOLYIMEUX 
WAY 

LIVERPOOL 
L10  2JA 

Tel:  051  531  8369 


Sample  label 

THE  COMPLETE  SYSTEM  COSTS 
ONLY  £1075 

Automatic  printed  dosage  warnings, 
compact,  reliable  sharp  MZ80A  hardware, 
low  cost  -  low  maintenance  (free  1st  year 

—  then  £95pa),  and  much  more  .  .  . 

CONTACT  MICHAEL  SPRINCE  FOR 
FURTHER  DETAILS. 
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Trade  Marks 


Trade  Mark  No  701993  consisting  of  the  word  OPILON  and  registered  in  respect  of 
"All  goods  included  in  Class  5"  was  assigned  on  13  January  1982  by  VERITAS  DRUG 
COMPANY  LIMITED  of  Chesnut  Avenue,  Eastleigh,  Hampshire  to  WARNER- 
LAMBERT  COMPANY  (a  corporation  organised  under  the  laws  of  the  State  of 
Delaware,  United  States  of  America)  of  201  Tabor  Road,  Morris  Plains,  New  Jersey, 

United  States  of  America 

WITHOUT  THE  GOODWILL  OF  THE  BUSINESS  IN  WHICH  IT  WAS  THEN  IN  USE. 


Shopfittings 


A/VV 


is  tltfs  you! 


it  is// 

then  go 


Tel .  0392  37791 
d.  Sowton  Ind  .Est. Exeter 


Quality  and  original  Continental  System  plus  total  package 
NPA  recommended  NO  system  matches  UMDASCH  for 
quality.  Prices  pleasantly  competitive.  See  for  yourself .  .  . 
there's  no  obligation. 

Umdasch  Systems,  Apeils  Contracts  Ltd,  Dallow  Road, 

Lutfrn,  Beds  LU1  1FP. 

Ring  L  uton  (0582)  30833  NO  W! 


mhm 


SHOPFITTINGS  for  the 
PHARMACY 


N.P.A.  &  NUMARK  APPROVED 

A  modular  system  for  the  pharmacy  together  with  a  full 

shopfitting  service. 

Write  or  phone  to  David  Olney:- 

CAMBRAVALE  LTD. 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS. 
(0525)  381356.  Telex:  826715  AREO  G. 


Due  to  modernisation 
and  rebuilding  of 
Pharmacy,  good 
second  hand  units  for 
sale.  Clearance  to  be 
arranged. 

Telephone:  Church 
Stretton  722806 


SHOPKIT  —  Another  First!  We  now 
introduce  the  "Profit-Centre."  As 
from  June  1st  old  fashioned,  bulky, 
pilferage  risk,  rotary  gondolas  were 
"out."  Shopkit  "Profit-Centres"  are 
"in"  —  at  about  half  the  price  of  any 
similar  unit  currently  on  the  market. 
"Profit-Centres"  are  just  one 
addition  to  low  cost  Shopkit. 
SHOPKIT,  50  Ivatt  Way,  Westwood 
Industrial  Estate,  Peterborough  PE3 
7PN.  'Phone  (24hr  service) 
Peterborough  (0733)  265263. 


Stock  for  Sale 


EXPORT/ 
IMPORT 

PHARMACEUTICAL  for 

Africa,  Middle  East  and 
worldwide.  Buying  or 
selling  contact  us 

Telex  923421 
WEMSEC-G 
Attn  Mr.  Jeffrey 


Rubber  Stamps 


RUBBER 
STAMPS 

NAME  PLATES 
MARKING  EQUIPMENT 
EXCEL  LENT  SER  VICE 

JOHN  MEERLOO  & 
SONS  LTD. 

THREE  COLTS  LANE 
LONDON  E2  6JS 

OI-739  6871 


SHOPFITTING 


Everything  you  need  to  know 
is  in  this  FREE  pack,  sent  by 
return  of  post.  ^/JS^cj 

Group 


SHOWRAX 

Tower  Works,  Lower  Road, 
Gravesend,  Kent,  DA11  9BE 
Tel:  Gravesend  (0474)60671 


International 
Cosmetics  & 
Perfumery  Sales 

For  branded  perfumes  and 
cosmetics  at  competitive  prices. 
Wholesale  only. 
Channel  YSL  Rochos  etc. 

113  Middlesex  Street,  London  El. 
Telephone:  01-377  2143/2147. 

Price  list  please  send  SAE.  Location: 
Outside  Liverpool  Street  Station. 


Cash  register 
services 


CASH  REGISTER 
SERVICES 

offer  24  hour  7  day 
breakdown  service.  Loan 
machines,  supplies,  new 
and  rebuilt  machines  and 
hiring. 
285  Hertford  Road, 
Edmonton  N9  7ES. 
Telephone:  01  805  5143, 
01  341  4302  or  01  367  6767. 
Ext.  1335. 


Typesetting  and  graphics  by  Magset  Ltd.  Sidcup.  Kent  Printed  by  Riverside  Press  Ltd.  Whitstable.  Kent  Published  by  BENN  PUBLICATIONS  LTD.  Sovereign  Way.  Tonbridge,  Kent  TN9  1RW 

Registered  at  the  Post  Office  as  a  Newspaper  18/22/16s 


Planned  for  Success 

Shop  modernisation  means        item,  merchandiser  units,  or 
more  than  just  giving  premises    a  complete  shop  fitting  service^ 
a  face-lift  and  installing  some      no  matter  how  large  or  small 


new  shelving,  ror  the  most 
effective  scheme  it  is  essential 
to  consult  specialists  who 
know  all  the  pitfalls  of  your 
particular  trade  and  will  guide 
you  towards  a  planned  sales 
oriented  project. 

Church  offer  you  planning 
by  designers  with  first  class 
knowledge  of  retailing  needs 
and  a  product  manufactured 
to  meet  your  particular 
requirements.  So,  whether 
this  is  a  single  point  of  sale 


the  outlet, consultants  Dased  in 
your  area  will  discuss  without 
obligation  how  Church  and 
Company  can  improve  your 
business. 

Write  or  telephone  now  to 
arrange  an  appointment  with 
a  Design  Consultant. 


Store  Fixtures 


CHURCH 


Church  &  Company  (Fittings)  Ltd. 
P.O.BOX  107  South  Marston  Lane 
South  Marston 
Swindon,  Wilts.  SN3  4TF 
Tel:  0793  827551 
Telex:  444436 


need 

another  co 


Subscribers  who  require  a  second  copy  of  each  issue  of  the, Chemist  &  Druggist  Price  List 
(not  the  weekly  cumulative  amendments)  may  order  this  as  additional  to  the  copy 
supplied  as  part  of  the  annual  subscription.  The  cost  of  this  second  copy,  sent  to  the 
same  address  as  the  weekly  journal,  is  £19.00  per  annum. 

If  you  wish  to  order  an  extra  copy,  please  complete  and  return  the  order  form  below 
If  an  additional  copy  of  the  Price  List  is  required  at  a  separate  address,  this  will  be 
supplied  on  the  basis  of  a  full  subscription  including  weekly  cumulative  price 
amendments  and  the  news  weekly,  the  charge  for  which  is  £42  00  per  annum. 


yes 


—  please  supply  an  additional  copy  of  each  issue  of 
Chemist  &Druggist  Price  List  and  mall  this  to  the 
following  address:  i 


Name 


Company 


Address 


Signature 


Date 


N.B.  Your  subscription  to  CHEMIST  &  DRUGGIST  is  probably  allowable  as  a  trading  expense  for  taxation 
purposes  —  ask  your  accountant  or  tax  inspector. 

Chemist  &  Druggist,  Benn  Publications  Ltd,  Sovereign  Way,  Tonbridge.  Kent  TN9  1RW 
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Women  all  over 
Britain  are  raising 

their  glasses  to 
Weightcheck 


All  over  Britain  women  are  finding  out  about  an 
effective  new  slimming  aid. 

Weightcheck  —  a  7  day  slimming  course  in  capsule 
form  specially  designed  by  Heatthilife  to  help  take  the 
struggle  out  of  slimming. 

Weightcheck  is  an  appetite  depressant  that  when 
used  in  conjunction  with  a  calorie  controlled  diet  aids 
slimming. 

No  complicated  replacement  meal  kits  -  just  a  glass 
of  water  and  Weightcheck  helps  to  get  the  pounds  off. 

Weightcheck  contains  Ispaghula,  a  natural  vegetable 
food  substance,  which  when  taken  with  water 
expands  to  satisfy  your  hunger. 
Weightcheck's  the  simple  way  to  add  ££s. 
There's  a  massive  advertising  campaign  in 
all  the  major  slimming  and  health 
magazines,  designed  to  make  sure 
of  sales,  plus  instore  point  of 
sale  material  to 

reinforce 
.^jff  Weightcheck. 


And  to  help  even 
further  there's  an 
introductory  offer  of  10 
Weightcheck  packs  for  the  price 
of  9.  (Offer  ends  31.9.82). 

It's  your  opportunity  to  start 
stocking  Weightcheck.  And  then 
who  knows?  You  could  soon  be 
raising  a  glass  of  something 
stronger  than  water,  to 
Weightcheck's  success. 


I  Please  send  me  further  details 

I  Name  

|  Address  

I  HEALTHIUFE  LIMITED 

I  CHARLESTOWM  HOUSE  LJn**l#U  il  iff* 

I  BAILDON, SHIPLEY  ilt!uU iiilllt! 

I  WEST  YORKSHIRE  ,  7/7  J?' 
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